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MODERN: On the ground floor, parking, motor banking (See page 15) 


This Month: 


UPDATING SERVICE CHARGES by R. A. Bezoier 
FACTORS UNDERLYING THE BANK CONSOLIDATIONS by Ed Tyng 


ARKANSAS BANKING GOES MODERN by Arthur Van Vlissingen 











He just picked up a good impression, too 


Hammermill Safety gives your 
bank protection plus prestige 


This customer’s bank is going to 
make a good impression during the 
next few weeks. The checks he just 
picked up are on Hammermill Safety 
paper. And they carry the name 
**Hammermill”—the best known name 


Sof 


in paper—right where he can see it, 
in the surface mark on every check. 


Pens glide smoothly over Hammer- 
mill Safety’s even surface. Ink dries 
quickly. Hammermill Safety gives you 
superior protection, too. Its specially 
sensitized surface instantly shows up 
any erasure or alteration, safeguards 
every check drawn on your bank. 


Division 


CL 4 


Next time you need checks, order 
the ones that build a good impression 
while they are protecting you against 
losses. Ask your printer or bank litho- 
grapher for checks on Hammermill 
Safety paper. Choose from seven pleas- 
ing colors and three distinctive surface 
designs—they cost no more than 
checks printed on other safety papers. 
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ERIE, PENNSYLVANIA 
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Money Tree 


Sirs: We recently did a simple thing 
that provoked a surprising amount of 
comment. We supplied each of our eight 
offices with Banthrico’s new “money 














trees” embellished with small philoden- 
dron plants from a local nursery. These 
made an arresting sight on the lobby 
writing desks, and you can imagine how 
well they have served as conversation 
pieces. 

CHARLES A. ROBINSON, Vice-President, 

Delaware Trust Company, 

Wilmington 99, Delaware 


e e . 


Hardware Financing 


Sirs: The response to the story about 
our association’s Hardware Budget Plan 
in your March issue has been terrific. 

Letters have been arriving in consider- 
able numbers every day, requesting 
copies of the manual illustrated in the 
story. In most cases, these requests are 
coming from banks, many of them from 
executive vice-presidents and from presi- 
dents themselves. 

The special finance plan which has 


been prepared and made available to our 
retail hardware store members is covered 
completely in the manual. Banking’s 
part in the program will be in making 
commercial loans to members who will 
extend the retail credit. 

HARRY A. HARLAN, 

Director, Marketing Analysis, 

National Retail Hardware Association, 

964 North Pennsylvania Street, 

Indianapolis 4, Indiana 
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The Bank at Pago Pago 


Sirs: The Bank of American Samoa 
is the only American bank in the South 
Pacific. It offers a complete commercial, 
savings and trust service to the adminis- 
trative and business community of Pago 
Pago and the indigenous people of Amer- 
ican Samoa. 

The bank was established in April, 
1914, by the local Naval Administration. 
It is unique in that there was no capital 
investment at the time of organization. 
The Treasurer of the Government of 
American Samoa simply deposited $5,000 
and with that operations were begun. 
By the end of 1954, commercial deposits 
had risen to close to $900,000 and savings 
deposits to more than $450,000. 

American Samoa consists of the seven 
eastern islands of the Samoan group, 
some 2,200 miles south of Hawaii and 
2,700 miles east of Australia. The people 
are Polynesian, and the country exports 
copra and Samoan handicraft. 

Great emphasis is placed by the bank 
on promoting the habit of saving and on 
making itself useful to the people, to 
the Government and to the business 
firms, thus playing its part in the growth 
of the island economy. 

The bank is managed by an American 
banker, serving a two-year contract 
period. For the past 20 years, this 
manager has been an officer on loan from 


The Bank of American Samoa aids the island economy 


POEP ATP ODM LAZOE 
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the American Trust Company, San Fran- 
cisco. The staff consists of six, locally- 
educated Samoans who fill all positions 
up through that of assistant cashier. 
ORION A. HILL, JR.,Cashier & Manager, 
The Bank of American Samoa, 
Pago Pago, American Samoa 


Happy to be in Banking 


Sirs: Everything published in Bur- 
roughs Clearing House, including the 
advertisements, keeps its readers in close 
touch with the spirit of initiative and 
optimism that marks American banking. 
Reading the magazine makes one happy 
to be in the banking trade. 

W. P. LEAL, Contador, 

Banco da Provincia 

do Rio Grande do Sul, S. A. 

Sao Paulo, Brasil 
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When your business is World-Wide 
depend on the complete Foreign Services of 
First National Bank in St. Louis 





At First National we maintain a close working relationship with 1,200 

time-proved correspondents throughout the free world. You’ll find this 

direct bank-to-bank contact speeds and simplifies transactions for you qq " 

and your customers La til 
sececeasiign 


Export collections, commercial letters of credit, foreign remittances, 
foreign exchange, acceptance financing and credit information are only 


a few of the many foreign services available to you at First National. TH & FIRST 
We'd like to tell you more about our world-wide network of corre- NATIONAL BANK 
spondents, our facilities and experience in all phases of foreign trade iN ST. LOUIS 


and every type of foreign transaction. 


The next time one of our representatives calls on you or the next time 
you’re in St. Louis, let’s talk over the many ways First National’s 
foreign and other correspondent services can benefit your bank. 
























































FREE BOOKLET, “Sincerely Yours” lists 25 ways First National's correspondent HM Hi Member Federal Deposit 
services can help you. For copies write to First National Bank in St. Louis, St. Louis 2, Mo. Insurance Corporation 
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TRENDS IN FINANCE 








Voluntary Home Mortgage 
Credit Program 


Just now getting underway is a novel 
experiment in the field of mortgage 
financing—the Voluntary Home Mortgage 
Credit Program. 

Its basic purpose is to provide a means 
of spreading mortgage funds more even- 
ly throughout the country, making V.A. 
and F.H.A. loans more readily available 
in small and remote areas, and to minor- 
ity groups. Behind the program, which 
was originally suggested by the life 
insurance industry although it is a 
federal project under the Housing and 
Home Finance Agency, is the desire to 
prove there is no need for direct govern- 
ment intervention in the mortgage mar- 
ket. 

Clearing house role. The Voluntary 
Home Mortgage Credit Program has 
been set up to serve as a clearing house. 
It will make no loans, or add any new 
money to the mortgage market. Its sole 
function is to bring together willing 
lenders and qualified borrowers who 
otherwise would not have access to funds 
for investment in F.H.A. and G.I. loans 
on reasonable terms. 

The program is organized by com- 
mittees. The national committee, with 
Arthur W. Viner as executive secretary, 
sets policy and reviews the activities of 
16 regional committees. The latter 
groups—composed of representatives of 
mortgage lending institutions, the home- 
building industry and real estate boards 
—are the operating committees. 

Already in business. For a number of 
months the Voluntary Home Mortgage 
Credit Program was merely in the forma- 
tive stage. But now it is a going concern 


although still in swaddling clothes. Its 
organization is complete. Its procedures 
have been determined. Its regional offices 
are receiving applications, and by March 
15 participating lending institutions had 
already received 2,781 referrals of assist- 
ance applications. 

In warning that the program has thus 
reached a crucial stage, Executive Secre- 
tary Viner has sounded a plea for com- 
mercial and mortgage bankers to support 
the project more fully. 

In recent talks he pointed out that 
only about 600 of the 14,500 commercial 
banks had agreed to participate, and 
only 236 mortgage companies had direct- 
ly volunteered although many additional 
firms were listed as participants because 
permanent lenders have named them as 
mortgage loan correspondents in various 
areas. 

Gaps in program. “As matters now 
stand, there are large gaps in the actual 
coverage of the program,” Mr. Viner 
states. “Some of the remotest and small- 
est communities—the ones where the 
V.A. direct loan programs has been most 
active—are not effectively covered by any 
lending institution. Others are covered 
only by small commercial banks and 
savings and loan associations with in- 
sufficient resources to make all of the 
sound F.H.A. and G.I. loans for which 
there is a demand.” 

In stressing the urgent need for action, 
Mr. Viner added that thousands of vet- 
erans are being asked by the Veterans 
Administration to submit their applica- 
tions for direct loans to the V.H.M.C.P. 
regional offices, where they will in turn 
be passed on to participating lenders. 

Built-in protection. The’ program has 
been carefully planned to make sure that 


The program to spread mortgage funds more evenly has now 


business will not be taken away from 
local lending institutions by outside 
lenders. All applications must be re- 
ferred to lenders in the immediate county, 
before they are referred to any outside 
institution. However, the only lenders 
to whom applications will be referred 
are those who have indicated, through 
replies to a questionnaire, that they will 
participate. 

“The program opens great oppor- 
tunities for banks which do not have 
sufficient resources to make all the sound 
F.H.A. and V.A. loans for which there 
is a demand in their communities,” Mr. 
Viner contends. “For example, under 
the program, lenders doing business in 
areas designated as eligible for assist- 
ance and who wish to originate F.H.A. 
and V.A. loans and possibly retain the 
servicing, may apply for assistance in 
locating buyers for such mortgages. 
Many national lenders have indicated 
that they are willing to purchase loans 
through the program from areas outside 
those served by their own correspondents. 
Thus, the small commercial bank can 
profitably originate loans for sale to 
these investors through the program.” 

A.B.A. support. As one phase of or- 
ganized banking’s pledged support, the 
committee on real estate mortgages of 
the Savings and Mortgage Division, 
American Bankers Association, is study- 
ing a plan by which large city corre- 
spondents can provide information and 
assistance to small banks, in originating 


‘and processing mortgage loans. It is 


believed that lack of “know-how” in 
some cases prevents the smaller institu- 
tions from making the insured or guar- 
anteed loans. The A.B.A. committee 
points out that it is difficult for a bank’s 


reached the crucial stage 
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2. Present mailing address ___ 


The Voluntary Home Mortgage Credit Program 
. ASSISTANCE APPLICATION FOR AID IN OBTAINING A LOAN 








reel edareas) uy 


TYPE OF LOAN — The applicant is 


(Cheek (a) or (6), or both if appropriate} 


4. PURPOSE OF LOAN < The proceeds of the loan pe for are to be used to: 
on land owned applicant 
(a) o finance new dwelling to be built = ion tnnd to be Mat 
O) previous: vecupied 
@) C) finance purchase of existing dwelling . 4 
x not previously occupied 


(Check either (a) or (b} and one of the boxes under the item checked} 


S. DESCRIPTION OF PROPERTY — 
(a) The property to secure the loan is located at (give full address ¢ 


(a) C Eligibie and willing to apply for » loan guatanteed by the Veterans Administration. 
(>) () Wilting to apply for # loan insured by the Federal Housing Administrstion. 





@& PROPERTY AND LOAN CHARACTERISTICS + 
(s) ee ee ee re Oe Ree 
(>) The amount of the joan desired is § 


- 











(D) Financial status of applicant: 





(Brent sdarene ce (Stete) 


(1) Cash (deposit accounts) and U, $. Government bonds 

(2) Resale value of other assets (ercluding subject property ) 
(3) Liabilities (total amount of debts) s 
(4) Total curreat monthly payments required on debts outstanding. 





i dicsedales {c) The term of the loan desired is years, 

(MiGs name) ; 
7. Fey hon of engusen ane tea tia fis 
{@) Age of applicant years. (b) Married: (J Yes; Dine: elk ow fee, apa OD Yes, Ono. (4) Number of a 
aes dependents father than spouse) __. Mata eles of applicant and spouse: y 
Annual Other income 
Qecepetion None of Eater a_i eee 

Applicant Wiha al D ceanicsiticcammmmined 

Spouse | ee : a 
Totat s § eer asa 


(a) If the house is to be built, are you dealing with « builder or general contractor? Cl Yes; (No. If no, explain to 
ete te Oe ee ee ee 











public; [J community; individual. (specify) 


(OVER) 
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(b) The fot hes a frontage of ___ feet on _ Be: __... Street, and extends back... feet, or (otherwise de- you to do this. ie VEE TT 
seribe approximate lot iize) _——— sr setrernaneenentoctnesevieenematentesstasi 

{c) Street improvements - (1) Curbs: Clyes; U3No. (2) Sidewaike: Cyes; ee No. (3) Street payed with Remarks fincluding additional information which would be helpful to a financing institution in idering an appli fora 
(specify) “ nash ve semen wm pcenseerinceani eset ® loan). ancien ating sinenitlseagalialiags 

(4) Utilities - (1) Weter-supply system: CO) public; (CD community ; Dindividual, (2) Sewage dizposal system: PLES RERE 


aninerereryoecitenene sean i:- vipat senacnsien+ ides tacit isbenatine nop sateinlie nt amen ~—simae 


(3) Gas: Oo Yes; Oi neo. (4) Electricity: Yes; Bee No. ae ae 
(e) Dwelling - (1) When built /if an existing dwelling unit) ___. (year). (2) Type of construction: () frame; () brick ve IF THE HOUSE TO BE PURCHASED IS oe 
dais (menveoy, Clother __. (3) Dwetifng designed for ____families. (4) Total number of rooms (exeleding COMPLETED, PLEASE ATTACH A PHOTO- eee eee OR ae ee oe 
Setiners) . (5) Number of beths __. (6) Approximate floor area ___ square feet (outside dimensions ex- GRAPH OR SNAPSHOT OF THE HOUSE 
clusive of porches). (7) 1s there » garage?__. (8) Can the house be expanded to @ larger size ot # tater dete?___. AT LEAST 2% by 3% INCHES IN SIZE. 

















HOW BANKS PROFIT 


THEY RECEIVE NEWS ON 

A WIDE (614”) PAGE, 
FLASHED ELECTRICALLY 
RIGHT TO THEIR OWN 


OFFICES — BUSINESS NEWS. 


FINANCIAL NEWS AND 
NEWS OF GOVERNMENT. 
THEIR OFFICERS ARE 

GUIDED IN MAKING LOANS 
TO BUSINESS, AND 
ON COMMODITIES. 
INVESTMENT OFFICERS 
ARE HELPED IN BUYING 
AND SELLING BONDS 
AND OTHER SECURITIES. 

NEW-BUSINESS OFFICERS 

CAN KNOW (AND TELL 

CUSTOMERS AND 
PROSPECTS) THE LATEST 
DEVELOPMENTS AND 

THUS GAIN ADDI- 
TIONAL PRESTIGE 
IN THEIR AREA, 





WRITE OR WIRE NOW 
| FOR THE INTERESTING 
INFORMATION. DOW 
__| JONES ‘NEWS SERVICE, 
__] SALES DEPT. 44 BROAD 
_ \ST., NEW YORK 4 























Negro applicant, unable to obtain G.I. 
financing locally, finds V.H.M.C.P. 
help effective 


First “minority group” loan 


staff to keep abreast of changes and new 
regulations issued by the Veterans 
Administration and the Federal Housing 
Administration. As an aid to the 
V.H.M.C.P. program it recommends that 


| the government agencies streamline and 


simplify their procedures covering the 
making of mortgage loans. 

Other lenders. Support of the program 
has also come from the life insurance 


, and savings bank groups. Each life 


company cooperating has been asked to 
indicate to each mortgage correspondents 
the exact territory in which it intends 


| to participate through that correspond- 


ent. Some companies are also indicating 
the amount of funds to be reserved for 
the program, and the conditions under 
which they will participate. The savings 


| banks are reported to be doing likewise. 


Following are some of the primary 
restrictions and regulations that have 
been developed by the national commit- 


| tee, in making the program a practical 


working reality. 
Where it operates. The assistance pro- 


| vided by the program is available only 


in certain designated areas of need, 
except that members of minority groups 
in any area are eligible if they have 
been excluded from reasonable access to 
F.H.A. and V.A. financing. The two 
areas specifically selected are those 
eligible for direct loans to veterans by 
the Veterans Administration, and com- 
munities of less than 25,000 population 
that do not have adequate lending 
facilities for making F.H.A. and V.A. 
loans. 

Eligibility. Generally, the program is 
limited to assistance in financing one-to- 
four-family owner-occupied units. How- 
ever, for minority groups, any project 
that can be certified by the F.H.A. is 
eligible, whether for one-family owner- 
ship, cooperative ownership, or rental 
occupancy. No application will be ac- 
cepted unless it is accompanied by a 
certificate indicating that the prospec- 
‘tive borrower has been turned down for 
the loan by two local or reasonably 
accessible lenders. 





Referral of applications. If the appli- 
cant is eligible for assistance, the regional 
committee will circulate his application 
to lenders participating in the program 
—first to local lenders and then, if neces- 
sary, to other lenders both within the 
region and outside. This continues until 
a lender is found who is willing to accept 
the application, or until it becomes 
apparent that the loan desired cannot 
be negotiated. 

Big test ahead. With procedures thus 
determined, the Voluntary Home Mort- 
gage Credit Program is now prepared 
to meet the important test of whether 
private enterprise, properly organized, 
can do a better job of providing the 
funds for government guaranteed and 
insured loans than the government can. 

“In sponsoring the program, the Con- 
gress and the Administration have shown 
that they, too, believe that the mortgage 
lending role is a role for private indus- 
try,” Mr. Viner asserts. “The govern- 
ment has invested a small amount to 
provide funds for the operation of the 
program in the belief that the invest- 
ment will pay off in the form of less 
government in the mortgage lending 
business and a smoother working 
economy. 

“To the extent that the program is 
successful, it will remove the need in 
the future for Congress to authorize the 
use of public funds for the making of 
direct loans by the Veterans Adminis- 
tration, and for the purchase of loans by 
the Federal National Mortgage Associa- 
tion.” 
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Savings’ Big Competitors 

A graphic picture of the competition 
faced by financial institutions, in seek- 
ing to attract savings funds, is pre- 
sented in the accompanying “pie chart” 
which was included in the annual report 





FAMILY BUDGET 


of 








Small slice of the “pie” 


of New York Life Insurance Company. 

It emphasizes what a small piece of 
the total “pie” is represented by life 
insurance and other forms of savings. 
A main competitor is not the bank, sav- 
ings and loan association, or insurance 
agent down the street, but the lure of 
myriad wants and needs: over a mil- 
lion new homes each year, Hi-Fi, color 
television, and other goods and services 
almost without limit. 
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YES, ART. WE BUY AND SELL OUR 
GOVERNMENT BONDS THROUGH BANKERS TRUST 
IN NEW YORK. BECAUSE THEYRE A 


PRIMARY DEALER All PRICES ARE 





NET. AND THEIR OVER-AtL ADVICE _*™ 


ON OUR ACCOUNT HAS BEEN 
VERY HELPFUL...~ 


As a primary dealer in U.S. Gov- 
ernment bonds, notes, certificates, 
and discount bills, we maintain an 
inventory of these securities in our 
Trading Department. 


This means that your orders 
placed with us are executed with- 
out delay—no red tape or outside 
telephone calls. Immediate confir- 
mation of orders can mean an 


important saving for your bank. 


Moreover, this service is rendered 


to our customers at the lowest 








possible cost—all prices are net. 


We are glad to work with you on 
your bond account, advise you on 
the arrangement of maturities, and 
suggest switches from one issue to 
another as market movements 
provide favorable opportunities. 

Our Bond Department is, as well, 
one of the country’s leading under- 
writers and distributors of State 
and Municipal securities. Through 
long-established contacts in every 
important area, we can handle 
transactions in all types of tax- 


BOND DEPARTMENT 


NEW YORK 


Member Federal Deposit Insurance Corporation 









When you buy Governments from Bankers Trust—you deal direct 


exempt issues. If you would like it, 
we will gladly put our experience 
to work for you in analyzing your 
present Municipal portfolio. 


For full information on how 
these services can benefit your 
bank, write Bond Department, 
Bankers Trust Company, 16 Wall 
Street, New York 15, N. Y. Tele- 
phone REctor 2-8900 when we can 
be of assistance. Our teletype num- 
bers are NY 1-3333 for Govern- 
ments and NY 1-850 for State and 
Municipals. 


BANKERS TRUST COMPANY 














Noteworthy “Blue Print’’ 
of Financial Planning 


Financial foundations of company sur- 
vival and growth is one of the areas 
explored in a new 72-page report, “Assur- 
ing the Company’s Future Today,” pub- 


lished by the American Management 
Association. 

Aeroquip Corporation, Jackson, Mich- 
igan, has experienced dramatic progress 
since it was organized in 1940 with an 
initial investment of $10,000. In 15 
years, this $10,000 stake has developed 
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SPECIALIZING 
IN | 


FINANCE 


901 Victoria Square, 





CANADIAN INDUSTRIAL 


Businessmen who are interested in establishing or expanding 
Canadian industrial facilities might find it worthwhile to consult 
with the Industrial Development Bank, a wholly owned subsidiary 
of the Bank of Canada. |.D.B. has wide experience in Canadian 
industrial problems and specialized knowledge of business prac- 
tices, markets and many other factors affecting the success of a 
Canadian venture. Should term financing be required for a 
plant and equipment of a type not available through regular 
commercial channels on reasonable terms and conditions, |.D.B. 
may be able to suggest a practical answer. If you would like 
more information we suggest you communicate with: 


INDUSTRIAL DEVELOPMENT BANK 


Office of the General Manager 


MONTREAL, CANADA 






































92 Years... 
64 Branches 





America, England, France, 


Complete International Banking Service 


HEAD OFFICE: LONDON, ENGLAND 
New York Agency: 34 Wall Street 


In South and Central 


Portugal and Spain 















Assuring the Company's 
Future Today 
Corporate Management 


In a Dynamic Economy 


Foundations of business growth 


into an equity with a market value of 
more than $11,000,000. Peter F. Hurst, 
president, outlines the financial steps— 
and the reasoning behind them—that not 
only permitted but accelerated this 
exceptional expansion. 

Big decision. One vital early step was 
management’s decision to _ relinquish 
absolute financial control, as the need 
for outside capital became apparent if 
future growth was not to be stifled. The 
management team reasoned that if it 
was successful in showing progress, pay- 
ing a fair dividend, keeping stockholders 
informed, etc., it could remain well 
established at the helm with compara- 
tively small stock ownership. 

The company also embarked on a pro- 
fessionally guided program to enhance 
its relationships with stockholders and 
the financial community including secur- 
ity analysts. As one evidence of the 
resulting benefits, in 1950 a stock issue 
carried an offering price of $4 a share 
and an underwriting commission of 13.75 
per cent, while a much ,larger public 
offering just two years later was at $7 
a share and the underwriting commis- 
sion was 10 per cent. 

The management made a conscious 
effort to cultivate good relations with 
lending institutions. Its financial public 
relations program was also aimed at 
generating investment interest, and 
culminated in Aeroquip’s recent listing 
on the American Stock Exchange. 

Mr. Hurst discusses some of the spe- 
cial “financial growing pains” of a young 
corporation, such as the special budgetary 
problems with respect to heavy expendi- 
tures for research and product develop- 
ment. 

His report constitutes an excellent 
“blue print” of financial planning well 
worth the attention of other corporate 
executives. 

The American Management Associa- 
tion brochure also contains discussions 
by top-level corporate authorities on 
such topics as setting over-all company 
objectives, the chief executive’s respon- 
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sibilities, planning product diversifica- 
tion, and market development. 

The report, at $1.75 a copy, is avail- 
able from the A.M.A. headquarters at 
330 W. 42nd Street, New York 36, New 
York. 
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Insurance Firm Denies 
Small Print’? Charge 


Once in a while a financial institution 
gets tired of some of the time-worn gags 
and accusations thrown in its direction, 
and decides to do something about them. 

A case in point is a new illustrated 
booklet by Aetna Life Insurance Com- 
pany, decrying the myth about using 
“small print” to list exclusions in acci- 
dent insurance policies. 

“Ever since Grandpa wore a celluloid 
collar, comedians and gag writers have 
been pulling the one about the large 
print in insurance policies which gives 
coverage and the small print that takes 
it away,” the booklet observes. Aetna 
Life pulls no punches in stating that in 
its policies, “exclusions and benefits are 
printed in the same size (and very 
readable) type.” 

And, in large display-type print, the 
booklet points out that exclusions in 
accident policies are based on experience; 
without them, it explains, the cost of this 
type of insurance would be much higher. 
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Busy Year for 
Capital Expenditures 

So far the year 1955 has been an 
active year in the market for new cor- 
porate issues and the remainder of the 
year promises to keep up the pace. The 
capital needs of business continue large: 
working capital needs and plant and 
equipment expenditures will again exceed 
“internal” business funds by a fairly 
wide margin. 

The levels of inventories in late 1954 
were reduced below the point of comfort 
for the present rate of business spend- 
ing; since that time a needed restoration 
of inventories has been taking place. 
And receivables have also been growing. 

Outlook charted. But the most dra- 
matic foundation for the continued need 
of corporations for new outside capital 
is based on expected plant and equipment 
expenditures. For about a decade the 
Securities and Exchange Commission has 
been cooperating with the Department 
of Commerce in surveying expected cap- 
ital expenditures. These “expectations” 
reports have demonstrated an admirable 
degree of reliability. They have tended 
to be a bit on the conservative side but 
they have almost always indicated cor- 
rectly the general direction that such 
expenditures were taking. The most 
recent of these “expectations” reports 
together with background figures is 
shown in the chart on page 8. 

As this chart indicates, total “ex- 
pected” expenditures in 1955 exceed those 
for 1954 by a small margin: about one 
per cent. Plant and equipment expendi- 
ture plans of manufacturing and mining 








concerns in 1955 are below 1954 levels 
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Is your Insurance 
as your car? 


You buy your car by brand. 
its name is your guarantee of 
value and performance. 


The same is true of automobile 
insurance. 


For your own sake, buy from 
your reputable HOMEtown agent 
He gives you service— 
Not just sales-talk. 


The Home indemnit 
Casualty Insurance 


as good 


ft Pays to take an interest 
in your insurance company, 
too. You need a friendly, : 
reliable company whose 
reputation measures up to 
your car's. Then you know 
you're protected when 


@ loss occurs. 


THE HOME 


Company 


ve: Office. 59 Maiden Lane, New York 8, N.Y. 
RE - AUTOMOBILE . MARINE 


Company, an affiliate . 
. Fidelity and Surety Bonds 





‘The Home Insurance Company’s new 
advertisement sells automobile insur- 
ance, sure... 


but more important, it tells your custom- 
ers about the value of quality protection. 


Your auto loans must be covered by 
insurance—and it is in the interest 
of both bank and borrower to specify 
the very best insurance available. 


Your local agent of The Home Insurance 
Company will be glad to cooperate 

with you in every way possible— 

why not call him? 


THE HOME 


itis, § — Grsurance Company 


Home Office: 59 Maiden Lane, New York 8, N.Y. 

FIRE . AUTOMOBILE . MARINE 

The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


This advertisement 
_ will appear in: 
: American Home—June 


: Better Homes and Gardens : 
—June © 


Nation’s Business—May 
: Town Journal—May 

: Time —May 9 

: Newsweek—May 9 

= Business Week —May 7 


: U.S. News & World Report § 
: —May 20 











BUSINESS MAN 


If you are doing business 


regularly in Milwaukee | 


and Wisconsin, a banking 
connection with Marshall 
& Ilsley will be very 
important to you. 


Our experience, state-wide 
contacts and interested 
personal attention to 
your business needs will 
prove most valuable. 


CP LG a 


And for complete 
Correspondent Banking 
Service throughout 
Wisconsin, you’ll want the 
quality and quantity of 
service Marshall & Ilsley 
has to offer. Whatever 
your need may be — 
collections or counsel — a 
call from you will receive 
immediate attention. 








1955 EXPECTATIONS FOR NEW PLANT 
AND EQUIPMENT EXPENDITURES ARE 
2 ABOVE 1954 EXPENDITURES 
- (and the second 
year on 
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Spending plans will keep firms coming to the capital markets 


slightly but the expenditures of commer- 
cial and service enterprises promise to 
reach an all-time high. Public utility 
plant and equipment expenditures again 
show a steady increase. Early reports 
indicate that these expectations have an 
excellent chance of being realized. 

Financing implications. These record 
level expenditures, combined with larger 
working capital needs, will almost cer- 
tainly keep corporations coming to the 
capital markets for new funds. Retained 
earnings will be able to finance some 
portion of the needs; depreciation 
charges are increasing and will be able 
to carry a slightly larger part of the 
total. But at the same time, the pressure 
will be on many corporations to make 
dividend disbursements even more gen- 
erous. On balance, it seems unlikely that 
internal funds will be able to finance as 
large a part of total capital needs as in 
years gone by. And so, with the needs 
slightly greater and the sources not much 
increased, it is a fair bet that new cap- 
ital raising will be sizable. 

“Impressive Stability.” The economic 
report of the President’s Council of 
Economic Advisers spoke of the postwar 
capital expenditures record as one of 
“impressive stability.” This it certainly 
is! To the extent that recorded statistics 
permit comparison, one can find no 
decade in which such expenditures have 
been so well maintained. The record of 
stability is even more impressive when 
reduced to a basis of constant prices. In 
terms of physical volume, plant and 
equipment expenditures during the post- 
war period have been very well main- 
tained. 

The only relapse of much importance 
came in 1949: that drop—though really 
mild by historical standards—can be seen 
quite evidently in the chart. The long- 
term dip in capital expenditures during 


1954 was modest when compared with 
the decline in either employment or the 
end consumption of industrial products. 

Some of the “why’s.” The reasons for 
this “impressive stability” are various. 
For one thing, the continued growth of 
the country, such as in terms of popula- 
tion, has increased capital demands. And 
then the constant improvement of tech- 
nology has made much of our plant and 
equipment obsolete. Indeed, it appears 
that the most common reason for aban- 
donment of plant and equipment in 
modern times is no longer depreciation, 
as we usually understand the term, but 
rather obsolescence. 

And, although intangible, the con- 
fidence and faith of the business com- 
munity deserve special mention. The 
crippling influence of fear that com- 
pressed capital expenditures during the 
dismal thirties no longer prevails. Con- 
fidence in the long-term business outlook 
has been an important element in sus- 
taining plant and equipment expenditure 
plans. 
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Private Credit Insurance 
for Improvement Loans 


Through private insurance companies, 
credit insurance policies affording pro- 
tection similar to F.H.A. Title I will 
soon be made available to banks and 
other financial institutions extending 
home repair and improvement loans. 

The plan contemplates that the credit 
insurance policies will be issued by indi- 
vidual members of a group of casualty 
insurance firms. Eight to ten companies 
are expected to form the nucleus of a 
pool and Insured Credit Services, Inc., 
of 1518 Walnut Street, Philadelphia, 
will serve as pool manager. 
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Beneficial 


Reports for 1954 





¢ more families served than ever before 


¢ further expansion of world’s largest 
system of loan offices 


¢ 10th straight year of increased earnings 

















Beneficial loans in 1954 continued 





to provide many families with the HIGHLIGHTS 

extra assistance they needed to over- 

come temporary financial difficul- 1954 1953 
ties, and by so doing helped them Net Income $ 15,197,593 | $ 14,116,311 





maintain their standard of living. - 
These loans, to a large degree, are Net Income per Common Share $1.55 $1.45 


used to pay bills already incurred, Cash Dividends paid per 























thus aiding the economy at the Common Share* $0.96 $0.96 
en Amount of Loans Made $560,524,214 | $536,616,263 
The continued expansion of the 

Beneficial Loan System in 1955 Number of Loans Made 1,729,161 1,666,695 
will afford an opportunity for |  tnstalment Notes Receivable $345,331,314 | $323,798,894 
Beneficial loans to help more fami- 

lies in more communities than ever Number of Offices 863 809 





before. * Adjusted for the recent two and one-half for one stock split. 


inf | + The information contained herein should be read in conjunction with the financial 
oe ef Beneficial oan ts statements and notes appearing in the 1954 Annual Report to Stockholders. A Copy 
. OF THE Report Witt Be FurnisHep Upon REQuest. 
for a beneficial purpose. 


BENEFICIAL BUILDING, WILMINGTON, DELAWARE 


Subsidiary Loan Companies: BENEFICIAL FINANCE Co. . . . PERSONAL FINANCE COMPANY 
COMMONWEALTH LOAN COMPANY ... WORKINGMEN’S LOAN ASSOCIATION, INC, 
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“The Royal 


has 7,0 ‘doors’ 


to business in Canada’’ 














“On-the-spot” information on 
business opportunities in the 
areas they serve is available 
through the 740 Canadian 
branches of the Royal. This 
familiarity with specific 
territories is available to 
American bankers who want 
data for their customers 
concerning economic and other 
conditions in all parts of this 
fast-growing country. Write 
Business Development Dept., 
at Head Office in Montreal. 


Over 800 branches in Canada, 
the West Indies, Central 

and South America, New York, 
London and Paris. 


L BANK 
OF CANADA 


HEAD OFFICE: MONTREAL 
New York Agency— 
68 William Street, New York 5, N.Y. 


Canada’s Largest Bank 











Rating system. This organization is 
headed by Arthur J. Frentz, formerly 
assistant commissioner of the Federal 
Housing Administration in charge of its 
Title I property improvement loan pro- 
gram. 

Insured Credit Services will use a 
risk rating system that will determine 
the qualifications 
of lenders for 
credit insurance 
and the premium 
rate to be charged. 
Unlike the F.H.A. 
plan, it is con- 
templated that a 
separate premium 
rate will be estab- 
lished for each 
institution, based 
on the initial 
examination and 
the prospective 
risk. The proposed 
rate plan is flex- 
ible, with the expectation of making 
yearly adjustments based on delinquency 
and loss experience.” 





A. J. FRENTZ 
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Exeecutor-Trustee Trend 
in British Banking 


“More than 100,000 customers have 
appointed Lloyds Bank as their ex- 
ecutor.” This advertisement, inserted by 
Lloyds Bank Limited in the London 
Times and other publications, illustrates 
one of the most important trends in mod- 
ern times in British banking. All of the 
important British banks now have ex- 
ecutor and trustee departments, or sub- 
sidiaries which fulfill the same purpose, 
and it is estimated that the total number 
of people with estates of some substance 
who have appointed their banks as their 
executors must now exceed 750,000. 

It is also estimated that in their head 
offices and in an average of 40 provincial 
branches, the big banks each employ more 
than 1,000 men and women in this highly- 
skilled business of handling wills and 
trusts and looking after all the technical 
and intricate details that go with them. 
Most of the big British insurance com- 
panies have trustee departments, and 
there are some other financial institutions 
which have authority to handle the busi- 
ness, but it is estimated that the banks 
now handle about 85 per cent of all such 
trustee business. 

Profitability aspect. While the banks 
do not disclose any figures for this branch 
of their business, it is believed that such 
departments are run at a loss, mainly 
for prestige reasons. However, the busi- 
ness has something of a snow-ball quality. 
Although expenses are heavy because of 
the high professional qualifications re- 
quired of employees, with consequent 
substantial salaries, the amount of cap- 
ital funds that is handled for bene- 
ficiaries already runs into astronomical 
sums and, as the trend towards corporate 
trustees continues, must eventually be- 
come sources of dependable profits for 
the banks. 

It is a proud boast in Britain that no 
beneficiary has ever suffered loss at the 
hands of any trust corporation. The 
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More than 
100,000 customers 
have appointed 

~ Lloyds Bank 
as their executor 


If you would like details 
of this service, please ask eh 
for a booklet at any 
branch of Lloyds Bank. 
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Has become a big business 


record with regard to personal trustees 
is very different. Bad judgment or out- 
right swindling have destroyed the 
estates intended for the support of many 
widows, children or orphans. 

Little litigation. There is no question 
but that the corporate trustee system 
in Britain has resulted in much less 
litigation than where personal trustees 
have been appointed under a will. The 
corporate trustee invariably has well 
trained legal officers and they go to 
extremes to avoid litigation. It is a fact 





that only once has a corporate trustee 
prosecuted a case to the House of Lords, 
the highest judicial body in Britain. 

The trustee departments of the British 
banks are a long-term affair. A will filed 
now may not need to be probated and 
administered for 40 or 50 years. With 
penal taxation and confiscatory death 
duties, as inheritance taxes are called in 
Britain, estates tend to become smaller 
as time goes on. This, it is thought, may 
bring about the formation of a common 
fund in which corporate trustees may 
jointly invest the assets of the estates 
they administer. 
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Finance Briefs 


The Bank Fiduciary Fund, first mutual 
trust investment company in America, 
is beginning operations with resources 
of several million dollars. The Hanover 
Bank, New York City, is manager- 
custodian. 

The Fund will provide a legal invest- 
ment medium for trusts, estates and 
guardianships administered by banks in 
New York State. Participation will be 
by certificates of capital stock, purchas- 
able by the more than 200 banks in the 
state having trust powers, with partici- 
pation limited to $100,000 per trust, 
estate or fund. 


Practically all the major commercial 
banks in the United States cooperated 
in supplying information for the first 





24-hour 


transit service; 


fast and convenient. 


You'll like the way 


Anglo does business. 


ANGLO 


CALIFORNIA NATIONAL 


BANK 





Head Office: 


1 Sansome Street, San Francisco 20 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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supplement to the comprehensive “Sur- 
vey of Bank Credit to the Finance 
Industry and to Consumers,” which was 
published last year by Robert Morris 
Associates. The original study, broken 
down by size groups, showed the nature 
of bank commitments to the finance 
companies in relationship to the exten- 
sion of consumer credit, and was based 
on April 30, 1953 data. Supplement 
Number 1, just released, is confined to 
reporting financial data to bring the 
average statistics up to June 30, 1954. 
Copies may be obtained at $2.50 each 
from the central office of Robert Morris 
Associates, 1417 Sansom Street, Phila- 
delphia 2. 


. 


Opportunity for advanced study of 
current problems in foreign trade and 
its financing is afforded by the Third 
Institute on International Trade, being 
held June 5-10 at Allerton House, Monti- 
cello, Illinois. 

Of special interest are the sessions 
covering financial arrangements. Includ- 
ed will be discussions of the credit 
policies of American banks in financing 
foreign transactions, the policies of 
exporting concerns in extending credit 
abroad, export credit facilities under the 
revised Edge Act, current policies of the 
Export-Import Bank, and a_ general 
round-table on foreign trade financing 
arrangements with case histories. 

The Institute is jointly sponsored by 
the University of Illinois and the Illinois 
Manufacturers’ Association. 
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Casting Light Into a Dark Corner of Business Financing 


By Dave Seiler 


President, A. J. Armstrong Company, Inc., New York City 
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In promoting its services, the commer- 
cial financing company faces conditions 
and problems similar to those facing 
banks which are promoting their loan 
departments. However, there is one im- 
portant difference. While borrowing 
from banks is a recognized and accepted 
means of financing inventory, expansion, 
and purchases of buildings or machinery, 
the average businessman does not thor- 
oughly understand the workings of com- 
mercial financing companies. Even more 
important, misconceptions and inaccu- 
racies concerning commercial financing 
exist in the minds of even seasoned 
businessmen. 

With full recognition of this problem, 
our company—42 years old and pri- 
vately-owned—just six months ago em- 
barked on an “educational” campaign 
by employing the services of Cayton, Inc., 
an advertising and public relations firm. 

Two-faceted program. The initial re- 
search done by the Cayton organization 
revealed a surprising lack of knowledge 
about the workings of commercial financ- 
ing companies. After determining the 
facts, President William D. Cayton pre- 
sented to us a two-faceted advertising 
and public relations program, utilizing 
newspaper and business paper adver- 
tising, direct mail, sales promotion, and 
public relations. 

A basic first step was to make a de- 
tailed and analytical study of promotion 
measures used by other commercial financ- 
ing and factoring companies. For our 
services, on the surface at least, parallel 
the services of other commercial financ- 








Fie 
If you need money to increase 
your volume, to discount bills, to 
modernize your plant, to main- 
tain sufficient inventory, to ex- 


pand your merchandising and — 


advertising program, or to buy 
Out a partner or a new business, 
then you have much to gain by 
contacting the A. J. Armstron: 
Company now, “ee 

For A. J. Armstrong's services, 
like those of a doctor, include 
the diagnosis, ‘en “ald 








Financial Problem? 


Make A. J. Armstrong 
Your Doctor of Finance 


$100,000, or more up into the 
millions of dollars, as quickly as 
you need it, without giving up 
any of your stock or interference 
with your management. 
Owner-operated, you will find 
us light on our feet, ready and 
willing to work with you to give 


“you a highly Personal, sincere, 


and strictly confidential financing 
service geared precisely to your 
own needs. : 


proper treatm of your fi 


* We will quickly engineer a 






financing plan that is specifically brochure gives in- 
right for you. We unlock money “side facts about 
you now have tied-up in receiv- eommercial financ- 


ables, plant, equipment, machin- 


“ing that every busi- 
ery, and inventory. You get the 


'\> nessman should 


€ash required, $25,000, $50,000, Joo know. 
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= A. J. Armstrong co. inc. 
i hae Factors and Commerciat Financing... Accounts Recetv- 
es able, Export-Import, Retail Installment, Motion Picture, 
et and Television 
- Brokers Protected) @ E. 42nd St., New York, N.Y. + Phone: MU 21-6217 





Newspaper “educational” promotion 


“Doctor of Finance” personifies 


ing companies. However, one major 
facet of our operation is our sincere 
desire to say “yes” even when conditions 
seemed to indicate a “no.” And, we have 
cultivated the ability to engineer creative 
financing plans that solve difficult credit 
problems. 


“Doctor of Finance.” To get across 
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to banking and business 
on the West Coast 


Your account with any one of our offices 
in California, Oregon and Washington 
opens to you the closely integrated service 
of all offices of this tri-state Bank. 











Important Facts About 
Commercial Financing 


Eight-page explanatory brochure 
commercial financing company 


this approach, and to personify this 
quality, the Cayton agency created our 
“Doctor of Finance,” a bright, cheery, 
good-natured, but very solid little char- 
acter. “Your Doctor of Financing” has 
been the visual theme of all our adver- 
tising. 

Public relations and publicity work 
was pinpointed to specific horizontal and 
vertical newspapers, and to magazines 
and business papers, but only with arti- 
cles and stories built around newsworthy 
facets. 

In the two-fold activities involved in 
our public relations, one phase concen- 
trates in exploiting our institutional 
aspects. Our history, personnel, creative 
financing approach, and related activities 
are publicized in conjunction with the 
functions of the various divisions. 

The second phase involves A. J. Arm- 
strong “product” publicity, including 
specific case-history studies in “vertical 
fields” to develop our leadership in each 
such specific industry and business. 

Interest shown. The public relations 
activities were coordinated with inten- 
sive merchandising follow-through in 
which letters accompanied reprints of 
published articles. This program aimed 
to secure a series of impacts on prime 
potential customers, and thus achieve in- 
creased promotional values. 

One of the most interesting facets of 
the public relations operation has been 
the substantial interest in the stories 
about our commercial financing. Of 
course, this acceptance was predicated 
on the fact that few young commercial 
financing companies had approached the 
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public relations problem in the same way, 
i.e., writing specific stories on commer- 
cial financing for specific business and 
trade publications, with each _ story 
written in the magazine’s own terms. 
Manufacturers in each vertical field are 
basically concerned with their own prob- 
lems, and the best way to reach these men 
is through their own business publica- 
tions. 

Case history examples. The first fields 
approached by Cayton were the drug, 
toy, and appliance fields, in which the 
agency had substantial clients, and a 
thorough background. 

The toy field, for example, has two 
major marketing and financing problems. 
The -first is the need for new ideas each 
year which may “make a million” or 
“lose a million.” And second, the neces- 
sity of giving “datings’”’ to buyers. Dat- | 
ings, incidentally, are postdated invoices. 
For example, the toy manufacturer may 
ship in May, but date his invoice July, 
August or even September, giving the 
buyer the time to clear his stock before 
he must pay for merchandise. While 
banks will provide a line to the large, 
established toy manufacturers,’ the 
smaller manufacturer may be unable to 
secure a sufficiently extensive line, and 
as a consequence, may suffer a severe 
financial squeeze during the height of 
his selling season. 
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Completely modern in every respect, the Irving State Bank 
of Irving, Texas, uses RCA TV Eye to provide faster 
service for drive-in banking customers. Drive-in facilities 
are housed in a separate building. Teller holds check near 
television receiver for comparison, uses RCA Intercom to 
talk to bookkeeper in main bank building. 


Results demonstrated. This was point- 
ed out in the story written for the toy 
field and published in the leading publi- 
cation, Playthings. Resultful? The day 
after the magazine was in print, the 


editors received telephone calls and let- TV Eye Camera is housed in special compartment located in book- 





ters from manufacturers regarding this keeping department. Operator merely places signature card in front 
story, as did Armstrong. of camera lens. 
ur ° P 
ry In the drug field, an interesting case 
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Pea history story was built around the out- 
standing success of the Vitamin Corpo- 

1as : ; 

-. ration of America, financed for ten years : 
by A. J. Armstrong, and built from a 
$10,000 back-of-drug-store operation to 
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ASSETS ¥ DIRECTORS 
Cash, Gold and Due from Banks............. $1,662 ,946,692 HOWARD C, SHEPERD 
United States Government Obligations........ 1,747,791,266 Chairman of the Board 
Obligations of Other Federal Agencies........ 47,307,109 PSXANDGR © MACLE 
State and Municipal Securities.............. 655,184,509 Committee 
Other Securities... . 2... +s. sees reece reece: 167,711,850 JAMES S, ROCKEFELLER 
See WE NS nn ov dien nd ace eeaaer eee 2,669,484,067 President 
Real Estate Loans and Securities............ 20,093,829 ete Soe 
Customers’ Liability for Acceptances......... 51,511,719 pipiens 
Stock in Federal Reserve Bank.............. 15,000,000 STANLEY C. ALLYN 
Ownership of International Banking «= 
REID 5 cic ec nesarececcesorestsvaces 7,000,000 GEORGE F. BAKER, JR. 
DS cca a Sake coswt senses scees 30,863,684 Pro ninguna 
PE, + 646 eveeseene ene eenee Greek 48% 7,491,760 [ianen, a 
felephone and Telegrap’ 
I 5d Sr is det da ws ig ce nae Sa abedt bs ae Wai le $7,082,386,485 Corporation 
LIABILITIES et Pipartner, Chubb’ & S 
artner, u Son 
, CLEVELAND E., 
Deposits So ae se Sa hela ily ee eae ole a pce cree ccceeees $ 6,250,879,365 Vice-President, Pheln Dodge 
Liability on Acceptances and Bills. . $93,734,230 qe 
Less: Own Acceptances in Port- ‘Chairman of the Board, Standard 
NG sida, + oth SUE a take A aco nti 40,911,239 52,822,991 Fi piven gogo ae 
Due to Foreign Central Banks............... 21,239,400 Senior Vice-President 
(In Foreign Currencies) ae = GLOVER | 
Items in Transit with Branches............. j 2,178,756 Sete arotee pf phwoe 
Reserves for: Mining Company 
; OSEPH P. GRA ; 
Unearned Discount and Other Unearned , President, W. yey Co. 
ENP ES BIE ere rT ere 21,849,240 pa ne ob ye ope 
ice- i 
Payments Under Agreement of Merger HARRY C. HAGERTY 
i I CM nk ecm asee tenes 135,152,050 ee ae tenn 
Interest, Taxes, Other Accrued Expenses, etc. 38,451,288 Company shee ria 
i UT ia a a at iil Ce AS EEL tS, Re 5,500,000 Bar ee Mgt a . 
GRAS inlA perry s $200,000,000 Corning Glass Works’ 
(10,000,000 Shares—$20 Par) KEITH S. McHUGH 
ash t Ln nt enw ann 300,000,000 Tdaguens Camonny 
UWeervemee ProGte. .....ccccscces 54,313,395 554,313,395 ROGER MILLIKEN 
ident, ing, Millik 
EER RR ferrin $7,082,386,485 Co, Incorporated” 
EDWARD S. MOORE, JR. 
Figures of Overseas Branches are as of March 25. Executive Vice-President, 

, ; ; National Biscuit Company 
$467,751,436 of United States Government Obligations and $22,590,000 of CHARLES G. MORTIMER 
other assets are pledged to secure Public and Trust Deposits and for other President, General Foods 

purposes required or permitted by law. Corporation 

(Member Federal Deposit Insurance Corporation) “Tea Phe meag Wright 
FREDERICK B. RENTSCHLER 
Affiliate of The First National City Bank of New York for separate po nn Sena — 

administration of trust functions WILLIAM c. STOLE 

resident, American Can 

CITY BANK FARMERS TRUST COMPANY Company 

Head Office: 22 William Street, New York RAVillismmoriile, New York 

Capital Funds $32,016,751 ee 
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The Accelerating Trend To 
Motor Banking (See Cover) 


At the new Battery Street branch of 


The National Bank of Commerce, 
Seattle, Washington, the entire ground 
floor is given over to facilitating the 
needs of customers who bank from their 
automobiles. 

The entrance to the motor bank and 
parking facilities is on a main street and 
is identified by a lighted sign at one 
end of the new building. After the 
motorist enters, he can either drive to a 
teller’s window for service; or park his 
car in an island parking area and use a 
walk-up window; or park his car in a 
stall area and proceed to the main bank- 
ing room. Two exits from the motor 
bank at the other end of the building 
provide egress to either of two main 
streets. 

A stairway and an escalator lead 
from the motor bank to the bank’s main 
banking room which occupies the second 
floor directly above the motor facility. 
All banking services are available on this 
floor: tellers, loans, instalment credit, 
new accounts, statements and safe de- 
posit. The interior decoration includes a 

} completely carpeted room, handblocked 
Japanese rice paper, fireproof woven 
glass draperies and walnut paneling. 

The new Battery Street office was de- 
signed with future expansion and serv- 
ices in mind. Drive-in service in the 
ground-level, all-under-cover motor bank 
can be increased by adding more islands 
for tellers’ windows. 

Among many other features, the new 
motor bank has direct radiation heating, 
air - conditioning, recessed fluorescent 
lighting and a specially designed vault 
of heavily reinforced concrete and steel. 
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New motor-banking branch of National Bank of Commerce, Seattle 


An escalator leads to the main banking room on the second floor 


Formal “open house” invitations were 
mailed to 8,500. persons in the area, in- 
cluding the employees of business firms 
near the bark. A special preview open 
house was held for the 850 staff members 
of the bank. 


° e ° 


Tulsa Bank Develops 
New Tunnel Arrangement 


Sometime ago when the National Bank 
of Tulsa decided to build a modern 
motor bank and auto ramp, it was faced 
with the Oklahoma statute that pro- 
hibits branch banking. Since the motor 
bank would be a half block away from 


the bank’s main building, the bank 
sought and obtained a ruling from the 
state’s attorney general that the motor 
bank would not be in violation yf the 
branch banking law. 

Both the attorney general and the 
state banking commissioner ruled that 
in practical effect the tunnel was nothing 
more than a long hallway leading from 
one part of the bank’s banking facilities 
to another part. 

The tunnelvis built of crab orchard 
stone, is beautifully lighted, and is lined 
with display cases and planter’s boxes. 
It links the motor bank with the main 
banking quarters by extending under- 
neath one thoroughfare, then beneath a 


Solution to branch banking ban: A 262-foot tunnel from the motor bank to the bank’s main office 


At Tulsa, Oklahoma, the National Bank’s customers can park in the 412-car ramp, 
right; enter the tunnel either by stairs or elevator; and emerge in main bank, at 








left. Banking authorities ruled the tunnel was nothing more than a long hallway 

















sidewalk past an office building, and then 
diagonally underneath a second street 
and into the National Bank at the safe 
deposit vault level. There, customers 
can take elevators to either of the bank’s 
two main floor lobbies. From the motor 
bank side of the tunnel, an elevator and 
stairs allow easy entry to and exit from 
the tunnel. 

The tunnel is 262 feet long and was 
built at a cost of $80,000. To make its 
excavation possible, the city of Tulsa 
closed off sections of the affected streets 
on week-ends. 

Motor bank and ramp. The National 
Bank’s motor facility is located on the 
ground floor of a new 6-story auto ramp, 
which is operated separately. Customers 
of the bank are allowed one hour’s free 
parking while they are conducting their 
banking business. The ramp contains 
space for 412 cars. 

In the motor bank there are four 
tellers’ windows arranged in ‘‘saw tooth” 
design. A large overhead sign is used to 
welcome customers to the motor bank, 
or to convey other bank messages. There 
are also two walk-up tellers’ windows. 

The basement of the motor bank and 
auto ramp building is used to store bank 
records; it will later be used to house 
other departments of the bank when they 
are needed. 

Part of $2 million program. The motor 
bank and parking facilities, and the sub- 
way that links them to the main bank, 
were part of a $2 million expansion pro- 
gram begun by the bank some 2% years 
ago. The overall program embraced a 
12-story addition to the bank’s main 
building, and modern new quarters to 
house the bank’s operating departments. 
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Convenience. Key to 
Texas Facility 

A new motor bank and parking garage 
is the contribution of the Victoria Bank 
& Trust Company to the solution of the 
parking and traffic congestion problems 
arising from the unusual growth of the 








National Bank of Tulsa motor bank is in, but operated apart from, 6-story parking ramp 


The facility has 4 saw-tooth drive-in and 2 walk-up windows 


city of Victoria, Texas, in the past few 
years, and the prospect of further expan- 
sion in the future. 

To be of possible help to other banks 
that contemplate the construction of 
similar facilities, an exterior photo and 
a cut-away drawing of the interior of 
the Victoria Bank’s motor bank are re- 
produced below. 

There are entrances to the motor bank 
from two streets, with three tellers’ win- 
dows on each street side. The arrange- 
ment provides for a natural approach 
to each drive-in window so that the 
driver’s side is always adjacent to the 
teller station, thus insuring speed and 
convenience. The tellers’ stations are 
equipped with a pneumatic tube system 
by which checks and deposits received 
at the windows are relayed to the book- 
keeping department in a matter of sec- 
onds. 

The parking garage holds space for 
120 cars, and the building was so con- 
structed to allow for additional space 
when needed. Well-defined traffic lanes 
eliminate confusion and make the flow 


Contribution to fast-growing city: Complete, convenient motor 


Ramp, left, of Victoria (Texas) Bank & Trust’s new motor bank 
holds 120 cars; diagram, right, shows compact, handy first-floor layout 
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of cars in and out of the area uniform 
and steady. 

Well-marked signs indicate to cus- 
tomer the manner of approach when 
parking a car. Customers are allowed 
forty-five minutes’ free parking and an 
attendant is on duty to issue and pick 
up parking receipt slips. A covered pas- 
sageway extends from the bank’s motor 
bank to the street on which the bank’s 
main building is located, a half block 
away. 

An added convenience of the motor 
bank is a modern service station, which 
enables the bank’s customers and others 
parking in the area to have their cars 
serviced while they are transacting bank- 
ing or other business. 

Modernized main banking quarters. As 
in the case of the National Bank of 
Tulsa, the Victoria Bank’s new motor 
bank and parking garage was only part 
of an overall expansion program. The 
banking room, mezzanine and basement 
in the bank’s main building were com- 
pletely remodeled, with some 30,000 
square feet of space being added. 


bank and garage facilities 
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No red tape—no costly delays— when 
you use Bank of America’s statewide 
A system of 550 branches for direct rout- 
ing of collection and remittance items. 
Cash letters may be sent directly to 
any one of the 330 California com- 
munities in which this bank is located 
and your account credited the same 
day they are received. This reduces 
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float. It also means rejected items, re- 
turned directly by the branch, reach 
you days ahead of items traveling 
through usual channels. To inquire 
about this unique correspondent serv- 
ice, write Corporation and Bank Rela- 
tions Department, Bank of America, 
300 Montgomery St., San Francisco 
or 650 South Spring St., Los Angeles, 


Hank of America 
NATIONAL {RYSTAS? ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


The fabulous Miracle Mile along Wilshire Boulevard, Los Angeles 


Get to know... the bank that knows California 


for a 10 BILLION DOLLAR 
COMMERCIAL MARKET! 


Retail Sales . . $5,354,923,000 
Wholesale Sales 4,943,992,000 


. in a market of 59 counties 
within 100 mile radius of the 
city. Half of these sales in 
Metropolitan Pittsburgh alone. 


































for your Pittsburgh 
Correspondent needs 


Peoples First National has 
made special efforts to develop 
correspondent services which 
offer real assistance to banks 
with interests in the Pittsburgh 
area. Take advantage of the 
more than 20 specialized serv- 
ices which are available to you 
here at Peoples First. 

If you are thinking of a 
Pittsburgh correspondent, we 
welcome the opportunity of dis- 
cussing your particular needs, 





PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 


Correspondent Bank Department 
Pittsburgh 30, Pa. 


Member Federal Deposit Insurance 
Corporation 





















Modernized and expanded main banking room of Victoria (Texas) Bank & Trust Co. 


Two-way escalator gives easy access to mezzanine floor offices 


The view above shows the features of 
the remodelled lobby, which is connected 
with the mezzanine floor by a modern 
two-way escalator. The ceiling of the 
main banking room is 22% feet high, of 
acoustical plaster, and with the most 
modern lighting fixtures. The walls are 
walnut paneling, the fixtures of Italian 
marble, and the structural columns en- 
cased in stainless steel. There are twelve 
tellers’ windows and six windows for the 
note, exchange and savings departments. 
Immediately in front of the safe deposit 
vault, which was doubled in size, there 
is a counter for the custodian. 

Weather forecasting feature. Another 
feature of the main banking room is a 
panel which indicates the. weather condi- 
tions outside at all times. The panel 
which shows the temperature, wind ve- 
locity and direction, and barometric 
pressure, is controlled by instruments 
located on the roof of the building. The 
banking premises are fully air-condi- 
tioned. 

Mezzanine and basement facilities. On 
the mezzanine floor are located the di- 
rectors’ room, a public conference room, 
the oil and gas and instalment loan de- 
partments, and the comptroller’s office. 
To the rear of the mezzanine floor are 


located a coffee room, the bookkeeping 
and clerical departments and a ladies’ 
lounge. An additional story has been 
added above the mezannine floor, which 
will be used for future expansion. 

The main vault, record storage vaults, 
recreation room, stationery room, and 
machine rooms are in the basement. 
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TV Eye Connects 
Annex Facilities 


How the new can be happily blended 
into the old is shown in the recent mod- 
ernization program of the Northern 
Bank of Milwaukee, Wisconsin. In addi- 
tion to the complete remodeling of its 
main quarters, the bank added drive-in 
and walk-in facilities to its old building 
in the form of rear and side annexes. 

To comply with the state law. con- 
cerning branch banking, the bank exca- 
vated all the way to the farthest drive-in 
building to make the whole set-up like 
one structure, rather than separate build- 
ings. Circular staircases lead from the 
bank’s new basement, which eventually 
will fill additional work-load needs, up to 
the drive-in and walk-in units. 


Merger of the new with the old via drive-in, walk-up annexes 


The Northern Bank, Milwaukee, Wisconsin, connected the buildings by tunnel 
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TV eyes speed service 


All three of the annex facilities are 
equipped with bank TV eyes. Thus, a call 
via an inter-com phone to the main of- 


fice brings desired information in sec- | 


onds and eliminates the necessity for 
duplicate records in each office. 
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The Future of 
Small Bank Ownership 


“As bankers, we may well ask of our- 
selves this question: ‘Should it be our 
primary object to recreate a climate on 
which .local ownership of bank stocks 
will be a desirable investment? If so, 
how?’ ” 

This significant question was posed in 
an interim report on the study of the 
future of bank ownership in this country, 
made recently by the Small Bank Owner- 
ship and .Management Succession Com- 
mittee of the Independent Bankers Asso- 
ciation. While a specific program for 
cultivating stockholders’ loyalty and en- 
thusiasm was not outlined, many bankers 
feel that in this direction may lie a good 
share of the solution to the trend toward 
bank absorption into branch systems. 
The report was made for the committee 
by its chairman, Reed H. Albig, who is 
president of the National Bank of 
McKeesport, Pennsylvania. 

Small bank shares unlisted. Some 87 
per cent of all commercial banks in the 
United States, said the report, have total 
resources of less than $10 million, and 
for the most part their capital shares 
do not enjoy a ready market or listing 
on the stock exchanges. Such shares, the 
report continued, usually change hands 
at private sale and to persons interested 
in active participation in the operations 
of the banks. Therefore, it is desirable, 
the report concluded, that the entire 
I.B.A. membership make recommenda- 
tions pertinent to this phase of the succes- 
sion of bank ownership, out of a recogni- 
tion of the changing climate in which the 
banking business must continue to make 
its contributions to the life of the coun- 
try. 

Sectional nature of problem. In the 
report, Mr. Albig said that his commit- 
tee had studied the sectional nature of 
the problem, and had found that several 
factors were involved. 

In the older parts of the country as 
in the case in much of the East, for 
example, the report said that the banks 
are owned by large numbers of stock- 
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American Credit Insurance 
AND 


THE CASE OF THE 
Buik SALE 


HIS is an illustration of how the fast working of American Credit’s 
ae can save clients much time and money, and prevent entangle- 
ments in red tape. While the case may not be of a type that has ever occur- 
red in your own operations, it is of a sort that does happen fairly often—and 
so concerns all companies, large and small. 


The policyholder, a chemical concern doing a gross of approximately one 
million dollars, was adequately covered under a general coverage policy. 
To all appearances, everything was proceeding normally on all of its cus- 
tomer accounts. In the case of one.of these, however, what might have 
proved serious trouble was about to develop. This particular customer, a 
chemical wholesaler, was covered under the policy to a limit of ten thousand 
dollars. Actual outstanding at the time was only slightly over eight thou- 
sand—thirty-six hundred of which was in the form of a Trade Acceptance. 


When the Trade Acceptance was presented for payment in the normal 
manner, it was dishonored. Consternation! What could have happened? 
The customer was a long established firm of excellent reputation. Yet .. . 
The account was immediately filed with American Credit as a past due 
item, and our Service Department went to work. Ajmost simultaneously, 
notice was received that an outside concern had purchased the customer’s 
assets. Our attorneys conferred with attorneys for both the original owner 
and the purchaser. It developed that due to an oversight in the confusion 
of transfer, notice to the policyholder had not been given in compliance 


with the Bulk Sales Law. 


Despite the existence of an affidavit from the seller of no indebtedness, 
the purchaser acknowledged his liability, and agreed to pay the entire 
claim at once. Collection in full was made on the seventh day after filing of 
the claim, and the cost to our client was—nil. 


Whatever the nature or size of your own business, you will find new 
assurance in all dealings when you know that your accounts receivable are 
protected at least as well as your plant, your product inventory, and your 
goods in transit. For your copy of a new booklet: “Credit Insurance, Its 
History and Functions,” write Department 49, First National Bank Building, 
Baltimore 2, Maryland. 


American Credit 
Indemnity Company 
of New York 























The colored flat 
tubular wrapper, 
originated by us, 
is today the 
quality standard 
of the banking 
industry —one that 
you are proud to 
put your bank 
name on. These 
easy-to-open 
heavy wrappers 
are available in ~ 
nationally 
accepted colors. 
We also offer 
colored flat 
diagonal cut or 
twin window 
(automatic) in #1 
grade brown 
kraft for all 
denominations. 
The wrappers are 
tough—the 

prices right. 


ALSO 


a complete line of 
colored currency 
straps in easily 
recognized colors 
and our “Peekay” 
straps in brown 
kraft with 
contrasting inks. 































































FOR MORE EFFICIENT 
COIN COUNTING 
NEW—EXTRA FAST COUNTER-PACKAGER 





HW 


Model No. 7G 


Abbott's fastest coin counter, absolutely 

accurate, easy to service, and quiet. 
For efficient money handling equip- 

ment, see your Abbott catalog. 











. 
















Small bank ownership committee, 


holders, each of whom owns a few shares. 
In these areas, the report added, it is 
likely that there is no particular aware- 
ness of the problem of ownership trans- 
fer. Moreover, a sale of control of an 
institution is involved in only rare in- 
stances. 

A different condition exists in the New 
England states, however, the report de- 
clared. As evidence of this difference, 
the report quoted a recent comment made 
by the New York Bankers Association 
in protest to pending legislation that 
would permit savings banks to invest in 
the stock of 12 large New York City 
commercial banks. Said the New York 
association: 

“There is ample room for belief that 
the domination of banking by mutual 
savings banks in the New England States 
has contributed to the economic diffi- 
culties there. The head of the independent 
community bank in New York State is 
generally the spark plug of the com- 
munity when it comes to fostering local 
business enterprises. That would not 
seem to be so in New England where 
the ownership of the commercial banks 
is largely held by the mutual savings 
banks.” 

Much remains to be learned about 
ownership of the banks in the South and 
Southeast, said the report. For instance, 
it continued, the committee is aware that 
in Florida, where branch banking is 
prohibited, five important groups have 
developed which control about one-half 
of the banking assets in the state. This 
circumstance, concluded the report, is 
certain to affect the future of bank 
ownership in Florida. 

Another type of situation, the report 
continued, appears to exist in the Middle 
West. In the case of many of the banks 
in that section, the control is frequently 
held by one person. A phenomenon 
peculiar to the Middle West, the report 
added, is that there are a number of 
bank brokers who regularly deal in the 
purchase and sale of banking instutitions. 

Transfer of ownership attractive. To 
show that under present conditions the 
transfer of bank ownership is attractive 
to the buyer and seller alike, Mr. Albig 
in his report used some statistics devel- 


Independent Bankers Association 


oped in a study made by the Federal 
Reserve Bank of Philadelphia entitled, 
“The Branch and Merger Movement in 
the Third Federal Reserve District.” 

According to the I.B.A. committee re- 
port, the Philadelphia Federal Reserve 
Bank had used four different measures to 
show that the stockholders of absorbed 
banks have made out well. The méasures 
were: (1) Book value of capital ac- 
counts: In a typical case, for every 
dollar of book value which stockholders 
of the absorbed banks gave up, they got 
about $1.05 in cash or book value of the 
combined bank. (2) Earnings: The stock- 
holders of absorbed banks gave up $1.00 
of earnings for $1.21 of earnings in the 
combined bank. (3) Dividends: Typic- 
ally, stockholders of absorbed banks got 
about $1.51 in dividends in the combined 
bank for every $1.00 in their own bank. 
(4) Market value of stock: Stockholders 
of absorbed banks typically got about 
$1.30 in market value of stock in the 
absorbing bank for every dollar of their 
own stock. 

Prime importance of management suc- 
cession. ‘“‘There is one very important 
aspect about which members of your 
committee are in unanimous agreement,” 
wrote Mr. Albig, “and that is that the 
future of bank ownership in this country 
is inseparably married to the quality of 
bank management. We cannot too strong- 
ly urge upon everyone of you as managers 
of your institutions to constantly impress 
upon your directors and your manage- 
ment associates the importance of striv- 
ing for improvement in management 
methods and personnel.” 

The report went on to say that the 
importance of management succession is 
so great that the committee was recom- 
mending to the executive council of the 
I.B.A. that a permanent committee be 
created for the purpose of coordinating 
and bringing to the attention of the 
I.B.A. members the great -amount of 
material available relative to manage- 
ment principles and methods from many 
sources such as the American Bankers 
Association, The National Association of 
Bank Auditors and Comptrollers, vari- 
ous state bankers associations, etc. 

Committee members. In the photo at 
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the top of page 20 the members of the 
1.B.A.’s committee on thé future of bank. 
ownership and management succession 
are shown seated, left to right: L. L. 
Lillibridge, president, Burke (South 
Dakota) State Banks A. J. Quinn, presi- 
dent, Northwestern State Bank, Cumber- 
land, Wisconsin; C. C. Lehr, vice-presi- 
dent, First State Bank, Gackle, North 
Dakota ; Ben DuBois, secretary of the 
association; Mr. Albig; A. T. Donowe, 
vice-president, Central National Bank & 
Trust Company, Des Moines, Iowa; and 
Bill Kirchner, assistant secretary of the 
association. R. H. Barry, of Fargo, 
North Dakota, who is not a member of 
the I.B.A. committee but who is author 
of a financial plan to facilitate bank 
ownership transfers, is shown standing. 
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Loan Development Plans 


Four new plans for obtaining new 
business in home mortgage and home im- 
provement loans, two of the plans by 
banks and two by savings and loan 
associations, have been announced in 
recent weeks. The plans encompass the 
financing of owner-constructed homes, 
the advance payment of premiums for 
mortgage insurance, discounts for month- 
ly mortgage payments made in advance, 
and life and fire insurance on Title I 
loans. 

Owner -constructed home financing. 
According to a recent issue of “Bankers 
Research,” published by Bankers Re- 
search Company, 331 Madison Avenue, 
New York 17, some of the smaller sav- 
ings banks in New England are profiting 
by providing the financing for homes 
constructed by their owners themselves. 
These banks pay 3 per cent dividends, 
and one pays 3% per cent. A factor in 
the ability of these banks to pay high 
dividends is the higher mortgage in- 
come obtained from having a good pro- 
portion of loans earning better than 5 
per cent. 

“Bankers Research” notes that such 
loans involve considerably more work 
for the mortgage department and the 
higher rate obtained—5% to 6 per cent 
in competitive areas—is well earned. 
Each loan involves time and effort on 
the part of a mortgage loan officer who 
must be informed as to material costs, 
property values, etc. He must spend 
much more time with the owner-builder, 
counseling him, inspecting the work, 
and seeing that suppliers are paid, than 
is spent in originating the ordinary con- 
ventional mortgage. Therefore, a volume 
operation of this type of mortgage credit 
is not readily feasible, the research 
service adds. 

The service also notes that where the 
pay-off privileges on these loans are 
not restricted, it has been found that 
too large a proportion are transferred 
after a year or so to other lenders at 
lower mortgage rates. Considered satis- 
factory is a clause which precludes the 
payment of more than 20 per cent of the 
principal per year for the first five years. 

Mortgage insurance at lower costs. The 
First Federal Savings and Loan Asso- 
ciation of Meriden, Connecticut, now 
makes arrangements for its customers 
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Until there’s a 


faster way, 
our sendings go 


air mail 


Some day rockets may be used, but today the 
speediest way to deliver sendings is by air mail. 
That’s The Pennsylvania Company way. Every 
day swift planes carry our sendings direct to 


our own correspondents in all principal cities of 


the U.S. A. 


That valuable service stands at the head of a 





long list of helpful services to our correspond- 
ents. For your credit inquiries you'll enjoy ac- 
cess to one of Philadelphia’s largest credit files. 
Again, to serve you faster our transit opera- 
tions are conducted 24 hours a day. And our 
Real Estate, Trust and Foreign Departments 
become your departments. 


We hope that will happen soon. 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 


Serving more people more ways tha 
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who carry life insurance on their home 
mortgage loans to pay the first year’s 
insurance premium in advance. Under 
the plan, monthly insurance payments 
are then collected with the mortgage 
payments and held by the association 
until the beginning of the second policy 
year. At that time the second year’s 
premium is paid, thus making the annual 
rate applicable. 

To be able to provide the life insurance 
at lower cost makes for an excellent 
competitive asset for the First Federal, 
which operates in an area where compe- 
tition for 5 per cent conventional loans 
is keen. Generally, mortgagors between 


20 and 40 years old can get the insur- 
ance up to $10,000 without a medical ex- 
amination. 

Discounts for advance payments. At 
the Reliance Cooperative Bank of Cam- 
bridge, Massachusetts, discounts for 
monthly mortgage payments made in 
advance are available to mortgagors 
whose loans bear a 5 per cent interest 
rate. By making a three-month payment 
of principal, interest and taxes, which 
make up the current payment and two 
in advance, the borrower receives a 10 
per cent reduction on the interest for the 
three-month period. It is reported that 
the plan is enabling the association to 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 
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get a large percentage of 5 per cent 
loans in the area. 

Title I life, fire protection. Life and 
fire insurance protection are now offered 
to customers of The Merchants National 
Bank and Trust Company, Syracuse, 
New York, who borrow money under 
F.H.A. Title I for home improvements, 
according to a recent announcement by 
Crandall Melvin, president. This new 
plan was developed by Dravis Gehring, 
assistant vice-president in charge of the 
bank’s instalment loan department, and 
Arthur Frentz, president, Insured Credit 
Services, Inc., Philadelphia. 

At a rate of 1 per cent interest per 
year, the plan provides life insurance 
in the amount of the loan outstanding, 
and fire insurance on the home improve- 
ment. The plan further provides that 
after an F.H.A. loan which is originated 
by a dealer is approved, the “advance no- 
tice of approval” to the customer cun- 
tains a statement notifying the customer 
of the life and fire protection. 

Then, after the work is completed and 
the note discounted, a letter of trans- 
mittal is sent with the customer’s coupon 
payment book explaining the life and 
fire insurance protection. The first cou- 
pon in the payment book is identified by 
a separate color and represents payment 
for the life and fire protection. The cou- 
pon for the insurance is due in 30 days, 
or in advance of the first payment on 
the F.H.A. loan, which is normally 
60 days. 

According to Mr. Gehring, The Mer- 
chants National dealers and customers 
are enthusiastic about the new plan, 
which meets the requirements of the 
F.H.A. Mr. Gehring has said he believes 
this life-fire protection will soon be as 
available to Title I borrowers as life 
insurance is now available on other in- 
stalment loans. 
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Tools to Attract, 
Orient New Employees 


The First National Bank in Atlanta, 
Georgia, has produced two new booklets 
which should go a long way toward (1) 
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In simple, non-technical terms 


attracting 1955 college graduates to a 
career in banking, and (2) orienting the 
bank’s new employees to the language 
of banking and finance. ; 

“5 Points Concerning a Career in 
Banking.” This eight-page brochure 
stresses these advantages of a career in 
banking at The First National: 1. Satis- 
faction- of the human desire to be of 
service, and to attain prestige, recogni- 
tion and self-expression, 2. Substantial 
financial opportunities as borne out by 
actual surveys, 3. Jobs that appeal to all 
types of personalities as found in the 
versatility of the banking profession, 
4. Job security with opportunity for 
advancement, 5. Employment with a bank 
whose history goes back 90 years, proof 
that a bank and its employees grow with 
the community. 

The booklet will be mailed to graduates 
who indicate an interest in banking, and 
it will also be used in interviewing out- 
standing students of the 1955 classes of 
various universities and colleges. 

“Glossary of Banking Terms.” From 
A to Z and in clear language, this booklet 
defines some 225 examples of specialized 
banking terminology that causes the new 
employee, at first sight and hearing, to 
think he has moved into a land of 
specialized doubletalk. The foreword to 
the booklet says that because most exist- 
ing glossaries are either too incomplete 
or too voluminous, an attempt was made 
in this glossary to define the more fre- 
quently encountered banking terms, using 
the most simple and non-technical ex- 
planations possible. 
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Advertising Tips 


Eight tips for writing successful 
advertising copy and a cardinal test to 
determine the effectiveness of a finished 
ad were given by John R. Caples, vice- 
president of the Batten, Barton, Dur- 
stine & Osborne Advertising agency, 
while speaking before the recent annual 


convention of the American Savings & 
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Loan Institute in New York City. 
Mr. Caples said that the most impor- 
tant thing he had learned in 25 years of 
testing advertising copy was that an ad 
must appeal to the reader’s own self- 
interest. “It must tell the reader,” he 
said, “that it will do him some good, 
whether he buys anything or not. Tell 
the person who is going to pay for the 
product or the service what he, per- 
sonally, is going to get out of it.” 

The 8 points Mr. Caples urged anyone 
preparing advertising copy to observe 
are: 1. Select the right audience; 2. 
Make the ad easy to understand, for 
simplicity brings increased returns; 3. 
Make the ad believable; 4. The adver- 
tiser’s name helps, especially if it is a 
famous advertiser; 5. Be specific. Don’t 





tell them it is big; tcll them it. holds 
three quarts; 6. Offer quick results, for 
people want things quickly; 7. Give the 
reader a complete sales talk; and 8. Most 
important, emphasize self-interest. 
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New Travel, 
Sheep Loan Plans 


A new budget loan plan to finance 
travel, and a loan program aimed at re- 
vitalizing the sheep industry in Georgia, 
were recently started by The Citizens & 
Southern National Bank, Atlanta. 

3-phase travel plan form. Recognizing 
the general need for and acceptance of 
travel financing, the C. & S. has prepared 
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Citizens & Southern’s new 3-phase, perforated travel plan form 


a packaged plan of its own which is 
called the “C. & S. Travel Budget Plan.” 
The main feature of the new plan is that 
it combines in a single form the applica- 
tion for the loan, a note, and a check 
draft. The use of the plan is largely 
through travel agents and the sales 
agents of various transportation com- 
panies, with the bank giving the plan 
only limited promotion. 

A supply of the forms, together with 
rate charts, is given to the agents par- 
ticipating in the plan. After the custom- 
er’s application is taken, it is mailed or 
phoned to the bank, depending on how 
fast credit approval is needed. Follow- 
ing the credit investigation, the bank 
notifies the agent of approval or rejec- 
tion. The customer’s signed note is then 
mailed along with the application (if not 
previously mai.ed) to the bank. Pro- 
ceeds of the loan are received by the 
agent by depositing the check-draft part 
of the form which has also been signed 
by the customer. 

The bank has found that the travel 
agents prefer that the loans be paid out 
in twelve months. However, where the 
size of the loan and the credit status 
justify it, the terms are extended to a 
maximum of twenty-four months. Credit- 
wise, the travel loans are handled the 
same as any other unsecured personal 
loans. There is no recourse to the agent, 
and as with other C. & S. instalment 
loans, borrowers under the new travel 
plan are protected by life insurance. 

Part of overall program. The new 
program for sheep loans is a part of 
an overall program conceived by C. & S. 
President Mills B. Lane. It has been 
estimated that the overall program, 
which is sponsored by the C. & S. bank 
and the university of Georgia Agricul- 
tural Extension Service and in which 
other local banks will participate, will 
boost the almost non-existent sheep in- 
dustry in the state into a $15 million-a- 
year business within 5 years. 

The immediate plan calls for loans for 
breeder sheep, with a similar plan for 
feeder sheep to be offered later. The 
bank’s correspondents are offered the loan 
program with C. & S. bank participating 


up to 100 per cent. Farmers desiring a 
sheep loan must be approved by their 
local bank, their county farm agent and 
by the state’s agricultural extension 
sheep specialist. 

Under the plan the bank has selected 
fourteen farms across the state as 
University of Georgia—C. & S. Sheep 
Demonstration Farms. The bank is sup- 
plying each of these farms with 100 Cor- 
riedale bred ewes brought in from the 
west. Every year for five years, each 
demonstration farm will return to a pool 
20 of its increased flock of sheep. Each 
year the 20 sheep returned by each 
demonstration farm will be used in the 
same congressional district of the state 
for the establishment of a 4-H project. 
Similarly, each 4-H demonstration 
farmer will return five of his increased 
flock to be used in additional flocks of 20 
each. Thus, a “chain” effect is created to 
multiply the state’s sheep population. The 
plan also provides for “B” type demon- 
stration farms wherein the farmers will 
purchase their own initial flock of 100 
bred ewes. 

Walter A. Hobbs, Jr., correspondent 
vice-president of the bank, is the officer 
in charge of the C. & S.-University of 
Georgia venture. Expectations call for 
over 5,000 sheep to be brought into the 
state this year, with that number swell- 
ing to half a million in 5 years. C. & S. 
anticipates an investment of over $50,000 
in the program, which President Lane 
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has said, “may be one of the best invest- 
ments we have ever made.” 

In its promotion of the plan, the Citi- 
zens and Southern Bank recently pub- 
lished an illustrated brochure, entitled 
“The Georgia Sheep Story.” The bro- 
chure, which is being made available to 
farmers in the state, tells how they can 
add between $2,500 and $3,500 a year to 
their incomes through sheep-raising. 
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Bank Recruitment Programs 


Scholarship funds, Junior Achievement 
activity, and special recognition of out- 
standing high school and college senior 
students continue to figure in the long- 
range recruitment programs of banks. 
Here are examples of such programs 
recently undertaken. 

Junior Achievement group. One ex- 
ample of a Junior Achievement activity 
is the group of high school students spon- 
sored by the National Newark and Essex 
Banking Company, Newark, New Jersey, 
The junior bank operated by the group 
will close its books this month after a 





Operate successful J.A. bank 


successful year. It is staffed by 17 teen- 
agers, and is capitalized at $30. 

As of last February, the bank had 
demand deposits of $2,500 and undivided 
profits of almost $10 after all expenses. 
The income was derived primarily from 
service charges on checking accounts, 
commissions on collections of rent for 
Junior Achievement, Inc., and invest- 
ments. Checks negotiable only at the 
J.A. center are issued to. the bank’s 
customers. 

The bank is operated each night be- 
tween 7 and 9 p.m. by the Achievers, who 
act under the counsel of one senior 
adviser. The junior bankers take de- 
posits, cash checks, issue cashier’s checks, 
perform posting duties to individual and 
general ledgers, prepare a daily state- 
ment of condition, build credit files, and 
carry out a thorough business develop- 
ment program. 

Scholarship funds. In the midst of a 
move recently by the Florida State 
Bankers Association to obtain member 
bank participation in annual scholarship 
awards to the University of Florida, the 
Barnett National Bank, Jacksonville, 
announced it had established six scholar- 
ships at the university, each for two 
years’ tuition. The first three awards 
will be made to graduates at Jackson- 
ville’s high schools this year and will 
cover tuition for four regular semesters. 
The awards will be made on the basis of 
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recommendations by the dean of the 
university. 

Said Frank W. Norris, president of 
the bank, “We are very sensitive to the 
widespread indifference of high school 
and college graduates to the banking 
profession, not alone in Jacksonville but 
in other areas. This may be a solution 
to that problem; however, there are no 
strings attached to the scholarships, and 
we may fail to lure young talent into our 
business.” 

“Banker of the Month.” Through a 
program called “Banker of the Month” 
started recently by the National Bank of 
Toledo, Ohio, eighth grade mathematics 
students in the city’s public schools are 
getting a keener insight into the world 
of banking. Under the plan, two students 
from six Toledo schools are selected each 
month to visit the bank. The students 
are chosen either directly by the teachers 
or through competitive tests. 

The “Banker of the Month” students 
then meet on the last Friday of the 
month, in the directors’ room, where they 
are given an oral description of the bank 
and how it operates. The students are 
then assigned to function as the “offi- 
cers” and are actually allowed to par- 
ticipate in banking activities under the 
supervision of an officer in charge. The 
day is closed with a tour of the bank, 
which is followed by a questions-and- 
answers period conducted in the em- 
ployees’ lounge. 

As recognition for his selection and 
participation, each student is given a 
scroll citing him as a “Banker of the 
Month,” and the student’s parents are 
forwarded a letter of congratulations, 
with an invitation to visit the bank while 
the student is there. 

“The program was inaugurated,” said 
Milton Knight, president of the National 
Bank of Toledo, “to stimulate interest 
among students of mathematics classes, 
a field that is sadly neglected by outside 
interests. We found that not only were 
the school officials happy to cooperate, 
but that the students were more than 
willing to learn about our business, they 
were actually eager to do so.” 

“Banker for a day.”’ A somewhat simi- 
lar program, called “Banker for a day,” 
was employed recently by The Bank of 
Georgia, Atlanta. In this, the bank 
played host to twelve top high school 
seniors who “took over” the jobs of both 
junior and senior officers for a day. The 
program included a tour of the bank, 
discussion periods, a visit to the Federal 
Reserve Bank, and assignment to bank 
posts. 

When the “bankers for a day” left, 
they were given a small packet entitled 
“Bank Notes,” which included their 
schedule, a short history of the bank, 
information on opportunities in banking, 
and a print of their picture which had 
been run in a large newspaper ad the 
previous day. 
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TV Estate Planning Forum 


Rather than use hypothetical cases or 
even those from actual files, the American 
National Bank of Denver, Colorado, re- 
cently conducted a successful four-week 
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TV viewers’ questions were used in American National’s forum 


series of televised estate planning forums 
by obtaining actual questions submitted 
by TV viewers under secret code. 

To obtain the questions used on the 
programs, called “This Is Your Estate,” 
the bank for several weeks preceding the 
first telecast staged promotions urging 
everyone to send in questions on their 
estates, giving in general the size and 
nature of the estate including insurance; 
also their age and the number and ages 
of their dependents. The writers were 
cautioned not to divulge names in their 
letters or otherwise reveal the identity 
of any persons. They were also instructed 
not to sign their own names, but to sub- 
stitute any word or numerical code which 
they could recognize easily during the 
program discussion. : 

Hundreds of questions were received 
by the benk before and during the pro- 
grams. The questions and the congratu- 
latory letters from attorneys and other 
professionals whose business involved 
estates, as well as the response of private 
citizens, convinced the bank of the extent 
to which the public is eager to learn 
solutions to estate problems. The TV 
series obviously was very effective in 
building good will. 

Members of the TV forum are shown 
in the view above. They are, from left: 
Hover T. Lentz, attorney; William B. 
Paul, certified public accountant and 
attorney; Herman F. Feucht, vice-presi- 
dent of The American National; W. 
Glenn McMahan, trust officer of The 
American National; and Bernard S. 
Rosen, life underwriter. 
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Saving Toward Retirement 

Employees should not depend on earn- 
ings after retirement as a major source 
of income, but must provide other 
sources. The usual method is savings. 

This conclusion was contained in a 
recent survey made by the First Federal 
Savings and Loan Association, Chicago, 
Illinois, to determine changing trends in 
the attitudes of businessmen toward pro- 
viding for old age of their employees 
and themselves. 

According to the survey, there are 
two categories of plans for retirement. 
In one the individual can regularly save 
small amounts over a long period. In the 
other he can concentrate savings for 
retirement when his income is at the 
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highest-level, which-is.usually. between. 


the ages of 50 and 65. The survey re- 
ported that counselors are now advising 
the use of both methods. 

Savings plan example. In an example 
cited from the survey, an employee who 
is the head of a Chicago family earns, or 
expects to earn, about $6,000 a year in 
his fifties. He should plan for a minimum 
retirement income of about $2,400 a 
year, or, if he would like to be able to 
live his retired years at a level slightly 
above the minimum, $3,000 a year, or 
$250 a month. By the time he reaches 
65 years of age, he will be fully insured 
under the Old Age and Survivor’s Insur- 
ance law. 

Because his wife is three years 
younger than he, however, he will be 
entitled only to a “primary” annuity of 
$108 until she reaches 65. At that time 
their combined annuity should rise 
(under present law) to about $160 a 
month. This means that he will need an 
additional $142 a month until his wife 
reaches retirement age, and $90 there- 
after. 

He is willing to take the chance, how- 
ever, on being able to earn at least $600 
a year ($50 a month) during his first 
three years of retirement, and plans, 
therefore, to accumulate assets which, 
by consuming both principal and inter- 
est, will. yield $90 a month for 20 years. 

This will require an estate, at age 65, 
of about $17,000. Of this amount, he 
contemplates that he could save about 
$5,000 extra (i.e. in addition to regular 
savings) while in his fifties or early six- 
ties, or in consequence of windfalls, thus 
leaving $12,000 to be accumulated 
through regular saving. 

To accumulate this amount, regular 
savings of about $22.40 a month for 30 





years is required, or $38.50 a month for 
20 years. This saving can, of course, 
take many forms: insurance which en- 
dows, investments in securities, savings 
in commercial banks, or in the savings 
shares of savings and loan associations. 

Program difficult, but manageable. The 
survey concludes that obviously such a 
savings program is not an easy one for a 
person in the $6,000 income bracket. 
Yet, it points out, it is an entirely man- 
ageable program if the saving is done so 
regularly and consistently that the regu- 
lar monthly contributions to the annuity 
policy or savings account are automati- 
cally allowed for in establishing the 
family’s pattern of living. 

Employees, the survey stresses, should 
be advised to go through the arithmetic 
of calculating their individual needs for ° 
saving, and if they have not done so, to 
start a regular savings program. 
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5-Day Bank Week in Texas 


Texas law was recently changed to 
permit the banks there to work a five- 
day week. Although the banks may now 
close any one day of the week in addition 
to Sunday, it is expected that most of 
them will close on Saturday. 

The banks which do adopt Saturday 
closing, however, will be required to 
remain open for business on eight days 
which are legal holidays in Texas. Six 
other holidays are retained: New Years 
Day, San Jacinto Day (April 21), July 
4, Labor Day, Thanksgiving and Christ- 
mas. The banks which elect to stay open 
for business six days a week may con- 
tinue to close for all of the 14 holidays 
as they have in the past. 
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Getting the Fringe 
Benefit Message Across 


Banks continue to find new and effec- 
tive ways to get their message across to 
employees as to just how well they fared 
from the standpoint of fringe benefits 
received. As of the last known survey, 
banks led the field in the size and scope 
of these benefits; thus their message is 
a very important one. 

Personalized check. To personalize its 
“Annual Report to Employees” booklet 
this year to even a greater degree, The 
First National Bank in Miami, Florida, 
included on the last page of the booklet 
a check form made payable to individual 


“Checks” showed actual value of fringe benefits for each employee 
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Now the Chase National Bank and the Bank of the 
Manhattan Company are one bank. Here is what it means. 


We like our spanking new sign. We 
hope everybody will. But it tells only 
a small part of our story. It spells out 
for you the plain fact that two great 
banks have joined together. We’d like 
to tell you more. 

First of all, the Chase Manhattan 
sign is a new symbol of usefulness. 
Belonging, as it does now, to 95 bank- 


ing offices in Greater New York and 
17 overseas branches, it means better 
service for our customers and friends. 

And back of the Chase Manhattan 
sign are its most important assets— 
13,000 experienced people, all work- 
ing together to make their bank more 
useful. 


That’s it. That’s the story behind 






reater usefulness 


the new Chase Manhattan sign—wse- 
fulness, and people working together 
to better serve business, industry, 
and all America. 


THE 
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ARIZONA'S 
Fret 
MILLION 


Arizona’s population 
has doubled since 
1940, hitting the mil- 
lion mark 5 years 
ahead of schedule. 














If interested in the 
nation’s fastest- 
growing state, write 
for our monthly 
business bulletin, 
“Arizona Progress”. 


VALLEY 
NATIONAL 


inthe Rocky Mowsctainn State 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








BANK PUT*528,000 WORTH OF 
E ¢ Sr oe 
ket 000 INTO 

RETIREMENT. 


en 
me Nan ea 


N 
cen 
Paes V6 ¢ 
ar » taney UNE TIO -** * 
Nach aa Gets GM WO. 9 
«SERS HOP rica al bes aa 
BONE ORE On VARNES 3) 
owe Tons UAE Fever 
+ FOR ELON, 
ae 




















NEW ZEALAND 


Over the past 88 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of economic 
and financial conditions in these two 
greatly expanding nations. 


680 Offices throughout Australia 
and New Zealand provide up to date 
information on the local outlook and 
offer facilities for every type of 
transaction. 








THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED !I866 





Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA. 


Chief New Zealand Office: 
328-330 Lambton Quay, WELLINGTON, 
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A graphic portrayal 


employees. The “check” in ‘the booklet 
was filled out for each employee, showing 
the actual value of the individual’s fringe 
benefits, calculated as accurately as pos- 
sible. The booklets were handed out by 
operating officers and supervisors directly 
to their people. 

“Little Wampum” and a cake. The 
center spread of the staff publication at 
The Detroit Bank recently featured 
“Little Wampum,” an Indian, and some 
of his pals. They had baked a cake to 
tell the story of the Detroit Bank’s 
1954 annual report. On one page “Little 
Wampum” was shown telling the readers 
that the bank had put more than half a 
million dollars worth of icing (fringe 
benefits) on the employees’ piece of the 
cake, and $318,000 into the employees’ 
retirement plan. 
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N.A.B.A.C. Educational 
Program 


The educational program for counsel- 
ing banks on problems of internal con- 
trols, which was first announced this time 
last year, was declared altogether suc- 
cessful by Robert H. Shepler, president, 
National Association of Bank Auditors 
and Comptrollers, at a recent meeting 
of the association’s executive board with 
supervisory officials in Washington, D.C. 
Mr. Shepler, who is also vice-president 
and cashier of the Denver (Colorado) 
National Bank, reported that during the 
initial year of operation some 88 banks, 
61 per cent of which were banks with 
total resources under $10 million, had 
taken advantage of the program. Thirty- 
two of the banks were not members of 
the association, and Mr. Shepler stressed 
the fact that the counseling program is 
available to all banks regardless of 
N.A.B.A.C. membership. 

The program is described in the book- 
let “Here Is The Key To Internal Con- 
trols,” copies of which are available 
from the _ association’s headquarters, 
First National Bank Building, Chicago 
3, Illinois. 

Under the plan, the association makes 





no charge for the service. The interested 
bank need only appoint a control officer 
with whom the association can work. 
The control officer is then invited to the 
N.A.B.A.C. headquarters for a two-day 
meeting with the association’s technical 
staff to discuss the formation of a tailor- 
made control program designed for the 
individual bank. A report of this meet- 
ing is then sent to the executive officer 
of the bank, with the association’s 
recommendations, a review of the plans 
discussed, and a checklist covering the 
control safeguards outlined during the 
meeting. 

To insure aid in the proper mainte- 
nance of the program, the N.A.B.A.C. 
offers constant review and re-evaluation 
through the appointment of an associa- 
tion member as a local counselor. 


° ° ° 


American Express Offers 
New, Speedier Services 


A new telephone service for users of 
travelers checks and a new simplified 
method for bank tellers issuing travelers 
checks have been announced by the 
American Express Company. 

Telephone service. Under the new tele- 
phone service, any businessman or vaca- 
tioner who has lost his travelers checks 
can phone any Western Union office in 
the United States and obtain from West- 
ern Union operator 25 the address and 
telephone number of the American Ex- 
press office nearest to the point of call. 
Then, by telephoning or wiring the man- 
ager of the American Express office the 
numbers of the lost checks, he can ar- 
range for an immediate refund. Each of 
Western Union’s 1,800 offices now list the 
nearest of 23 district offices of the Amer- 
ican Express Company. 

Streamlined service. The new system 
for the issuance of American Express 
travelers checks involves only four steps. 
These are: (1) the teller fills in the usual 
information on the original application 
form, (2) snaps out two interleaved car- 
bon sheets, after the customer has first 
signed his name and address, (3) de- 
taches the original and duplicate appli- 
cation forms for the bank’s use, and 
hands the triplicate, which is a check 
record slip, to the customer, and (4) 
fits the purchased checks into a check 
wallet which is furnished the customer. 

The application forms are supplied 
pre-fitted in the check wallets and are 


New system is a third faster 





Burroughs Clearing House 








imprinted with the name and address of 
the issuing bank. In announcing the new 
service, Olaf Ravndal, vice-president and 
treasurer of the American Express Com- 
pany, said the new system is one-third 
faster for the customer and bank. 


+ + e 


**Displaced Person”? Loans 
When in the Fall of 1953 the New Jer- 

sey Highway Authority moved to acquire 

private property for the extension of a 





AN IMPORTANT MESSAGE 


To: The Residents of Bergen County 
Affected by the Extension of the 
Garden State Parkway 


Ist National Bank and 
Trust Company of Paterson 


From: 


Ao eanouncement wot made i the aewspe peri on Mondey regarding the 
extenuon af the Gltrden State Parkway trom Paramus north fo the New York Stote 
border It your property wut be attected by the: planned extention, the 

1st Notional Book ond Trust Company of Paterson would like to help you with ony 
trnoncsa! problems yaw moy have « relocating vows home Owr officers wall 

be glad te dicuss your problems wth you We sugges! vee telephone ot on 
MUlberry $2000, Extemswons 30! or 20! or, if you preter, write ws at 125 

Elson St, Patenon 27 


Ist Netonal Bonk ond Trust Company of Paterson made a vimlor 
offer to the rendents of Chttoe and East Peterson when the Garden Stete 
Porkway announced its plows in thet arco over @ year ogo ond existed 
many people s thove communities Ow wrde eeperence om helping property 
owners with hes type of problem 1 of your depose! We hope you will bee! 
free to colt opon vs tor amy help or odvice we CON give you 


“A trend in need is © trend indeed” ond we should like you to think of 
ws im those teres Get m touch with as at once @ there ts any way in which 
we con be of sermce 





Result: $500,000 new business 


highway in a section where the First 
National Bank & Trust Company of 
Paterson operates two branches, the bank 
placed its loan services at the disposal of 
the people affected through a series of 
letters to them and through full-page 
newspaper ads. The result was that the 
bank assisted some forty property owners 
with temporary financing totaling nearly 
$500,000. The loans have all been repaid, 
and in addition to much good will, the 
bank was able to obtain a number of 
mortgages on the new residences of the 
people affected by the highway construc- 
tion. 

More recently, the bank ran a similar 
newspaper ad on the day following an 
announcement by the highway authority 
that the new highway was:to be extended 
another ten miles to the northern border 
of New Jersey. In spite of the fact that 
the exact properties to be acquired had 
not yet been made known, the bank 
promptly received a number of inquiries 
from property owners as a result of the 
ad. Typical of these inquiries was a visit 
by one woman who said she had been 
appointed as a committee of one to get 
full information for all her neighbors. 

“As was the case with the previous 
portion of the new highway,” said John 
P. Anderson, vice-president, “we look for- 
ward to being of service not only in the 
matter of temporary loans, but also in 
the mortgage field in connection with the 
new section of the highway.” 
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Electronics in Banking 


A story in the employee publication of 
The Philadelphia (Pennsylvania) Na- 
tional: Bank recently contained some old 
familiar words in a strange new “elec- 
tronics” setting. Words like “stored 
program,” “memory bucket,” “tape prep- 
aration,” and “automatic digital compu- 
tation.” The story was the first in a 
series on “Electronics at PNB.” 

“Regardless of the impact of these 
machines on our operations,” said the 
story, “you may rest assured that no 
PNB employee need fear the loss of his 
job. If a reduction in the bank’s staff 
can be effected through these machines, 
it will be accomplished through normal 
turnover.” 

The story was illustrated with a car- 
toon and a schematic diagram. The car- 
toon showed a beleaguered staff member 
hard at work under conditions of “semi- 
autofffatic digital computation,” while the 
schematic diagram traced the funda- 
mental operation of fully “automatic 
digital computation.” 

The “Electronics at PNB” series is a 
reflection of the presaging comments 
made by Everett J. Livesey, a member of 
an automation study group of the Ameri- 
can Bankers Association, at a recent 
meeting of the A.B.A. savings and mort- 
gage division. Mr. Livesey, who is a vice- 
president of the Dime Savings Bank of 
Brooklyn, New York, declared that it is 
up to management to explain to every 
worker what is happening in the field 
of electronics in banking. Each worker, 
he said, should be reassured about his 
job, and the indoctrination and training 
program in_ electronics applications 
should be made as palatable and compre- 
hensible as possible. 



















WE NEEO *277 
RUSH - P.D.Q- 
IN A HURRY I 


S ARITHMETIC 
ELEMENT 













HERE'S PROBLEM 
"278, JOE Ii 








- 


SEMI-AUTOMATIC DIGITAL COMPUTATION 





At first, programming headaches 
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AUTOMATIC DIGITAL COMPUTATION 








Later, a smooth work flow 


Electronics explained to staff 
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Mr. GeorGe E. GARDNER, President, North- 
east Airlines. 


“Naturally, in a business which 
depends on precision perform- 
ance such as ours does, the cost of 
materials must be a very second- 
ary consideration ...secondary to 
quality and reliability. It is,inter- 
esting to note, however, that the 
utilization of superior products 
seems to add little —if at all —to 
total costs.” 


FOR EXAMPLE: Your business sfa- 
tionery. Surveys by the National 
Stationers’ and Office Equipment Asso- 
ciation show that the paper constituting 
the average letterhead, envelope and file 
copy costs less than a postage stamp. 
This microscopic cost rises less than 1% 
of total correspondence costs when you 
entrust your letters—your personal 
representatives—to the highest-quality, 
most impressive, rag-content letter 
paper obtainable: ADVANCE BOND. 


ANOTHER EXAMPLE: Your business 
records. Record paper averages but 1% 
of total accounting costs. This minute 
cost increases less than 1% when you 
select the most durable, permanent 
record paper made: L, L. BRoWN’S 
LINEN LEDGER. 


Thus at practically no extra cost, you 
can be sure of prestige-enhancing sta- 
tionery and dependable records regard- 
less of time and hard use. These p/us 
values have characterized L. L. Brown 
papers for 106 years. 


Your regular supplier of stationery and 
records is well versed in the various 
L. L. Brown papers. He will gladly 
recommend those best suited to your 
particular requirements. L. L. Brown 
Paper Company, Adams, Mass. 


L.L.BROWN 





*“*$O MUCH extra value 
FOR SO LITTLE extra cos?’’ 


Since 1849 
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Bank Publie Relations Programs For Junior Citizens 


Some current examples of the close cooperation that exists 
between banks and schools in various parts of the country 





Further evidences of the type of close 
cooperation that is being promoted today 
between banks and schools in many parts 
of the country are found in these recent 
examples of bank-school projects coming 
to the attention of Burroughs Clearing 
House. 

School savings via machine. The Bowl- 
ing Green (Ohio) Banking Company re- 
cently placed a 25-cent savings stamp 
machine in one of the city’s schools as a 
“pilot run” to eliminate “bugs” and to 
allow time to develop a publicity pro- 


gram. In the first three weeks after the’ 


machine and system were installed, the 
enrollment in the plan had reached 60 
per cent of the students. The bank will 
install machines in the rest of the city’s 
schools next September. 

Under the plan, the machine issues 25- 
cent savings stamps which the students 
paste into a folder. The folder, which 
serves as a voucher book, holds $10 worth 
of stamps. Its face contains the student’s 
name, address, grade and age, and the 
name of the school and a parent’s signa- 
ture. The same information is kept on 
file at the bank on 3 x 5” file cards. 

Pupils are given 15 minutes each day 
for banking. Once each week the bank 
makes a pick-up at the school, using the 
counter on the machine to verify the 
number of stamps sold. A deposit to 
“school savings” is then made of the 
amount collected. When the voucher book 
of the student is filled, or the school year 
ends, the child then opens his own sav- 
ings account and the stamps are can- 
celled. At that time a transfer is made 
from the school savings account to the 
individual student’s newly opened bank 
account. 

“This program has certainly answered 
the problem of too much work for the 
teacher and the bank,” commented Ashel 
G. Bryan, assistant cashier of the bank. 
“There is actually only one duty for the 
teacher, and that is to mark in a check- 


Reduces work for schools, banks 
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“Wow! Look at all that money in there!” 


On “business visit” bank tour 


off list the number of stamps each stu- 
dent purchases.” In the photo at the 
lower left of this page, LeRoy Monroe, 
president of the Bowling Green Banking 
Company, is looking at the savings stamp 
machine and copies of the voucher book. 

The savings stamp system is dis- 
tributed in Ohio by the Bank System 
Company, 19 Darlyn Drive, Bowling 
Green, Ohio, and by Savemore, Inc., of 
Newark, New Jersey, throughout the 
other states. 

Practical project. Last fall Mrs. Mary 
Dunn, a sixth grade teacher in Tully, 
New York, started a banking project in 
her class. Since the program called for 
making out deposit slips and learning 
about interest rates and bank balances, 
and since there was a branch of the 
Marine Midland Trust Company of Cen- 
tral New York only a block away, Mrs. 
Dunn decided to create a real-life situ- 
ation that would teach her children more 
than classroom examples. 

As a part of the project she required 
her pupils to save money after earning 
it by running errands, picking up po- 
tatoes or doing other small jobs in the 
rural community. The second practical 
phase of the project entailed a “business 
visit” to and a tour of the Marine Mid- 
land Trust branch. During the tour, Mrs. 
Dunn took a series of candid photos of 
her pupils. Three of the photos are repro- 





duced at the top of this page, together 
with the captions Mrs. Dunn wrote using 
the actual comments she overheard the 
children make while on the tour. 

Tour tips. After conducting bank tours 
for the eighth and ninth grade students 
in the public schools of Price, Utah, for 
the past five years, Earl F. Hills, cashier, 
Carbon Emery Bank, reports that his 
bank has found that the schools’ teachers 
and principals prefer to have the stu- 
dents make the bank tours the first thing 
in the morning. Therefore, Mr. Hills said, 
arrangements are made for the students 
to come directly to the bank, and the 
teacher checks attendance there. After 
the 45-minute bank tour, the students go 
on to school and their second class. This 
year the bank will offer six prizes in the 
form of savings accounts of varyirg 
amounts for the best papers written by 
students on the subject, “My Visit to the 
Bank.” The teachers will make all the 
essay rules, and will be the sole judges 
of the winners. 

Big “thank you.” A hint as to what 
impresses students who tour a bank is 
seen in a 33-foot long “thank you” card 
sent to the Toledo (Ohio) Trust Com- 
pany by a class of eighth grade students 
who had toured the bank. The card was a 
composite of 33 notes of appreciation 
written by the students, and accompanied 
by student drawings of the impressions 
the tour made. Some students portrayed 
how counterfeit currency can be detected. 
Others depicted a department they had 
visited. Still others drew money with 
wings, or lettered such messages as, “Oh, 
to be rich,” and “We had such fun.” The 
bank cut the card into two parts and 
used it for a window display. In the 
photo below, J. Walter Hermann, as- 
sistant treasurer of Toledo Trust, is 
shown holding a part of the card while 


“Impressions” become a display 
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Check “blow-up” used to teach 


Mrs. James Stambaugh, who serves as a 
tour guide, looks on. 

Bank provides curriculum. Bigness 
also figured in one phase of a unique 
school curriculum on banking and money 
that is provided by Robert N. Hughes, 
assistant cashier of the Old Dominion 
Bank, Richmond, Virginia, to the junior 
high schools in the county. Mr. Hughes 
uses a 5-foot blow-up of a check in his 
talks to classes. In addition, he has ac- 
cumulated currency and coin displays, 
kits of deposit slips, deposit books, etc., as 
teaching aids. Mr. Hughes’ classroom dis- 
cussions on money and banking subjects 
started unassumingly more than a year 
ago after a teacher had asked permission 
to bring her students to visit the bank. 
Currently, Mr. Hughes appears almost 
daily in one of six schools to talk to 
seventh and eighth grade business classes. 

Civie essays, trip. Three savings banks 
in New York, The Green Point, Kings 
Highway and Prudential Savings banks, 
recently collaborated with two New York 
state legislators in sponsoring an essay 
contest in more than 20 local schools, The 
essays were written on the _ subject, 
“What the Celebration of Washington’s 
Birthday Means To Me.” As a result of 
the contest, eleven eighth grade boys and 
girls were rewarded with a trip to the 
state capital at Albany. The trip involved 
a ride on a crack passenger train, with an 
evening meal in the dining car, an over- 
night stay in a first-class hotel, a per- 
sonal introduction on the floor of the 
state assembly, and a personal interview 
with the state’s governor, C. Averell Har- 
riman. “The children will remember their 
trip and the things they learned about 
American democratic processes for years 
to come,” said John W. Raber, executive 
vice-president of The Green Point bank. 
Edward C. Anderberg, assistant secre- 
tary of the Green Point bank is standing 
at the right in the scene below. 


A long-to-be-remembered trip 
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THE ELECTRONICS INDUSTRY in the Los Angeles Metro- 
politan Area, with a present yearly sales volume of 
more than $800 million, is now of major economic 
importance. This young and rapidly growing in- 
dustry employs approximately 61,000 individuals 
requiring an annual estimated payroll of $231 mil- 
lion. In 1954 the capital investment in new plants 
and expansions in the electronics industry in Los 
Angeles County alone amounted to $51,401,000. 
About 425 individual plants devoted to the industry 
have a combined total of nearly 8 million square feet 
of facilities. 

Entirely apart from the strictly electrical manu- 
facturing field, the electronics industry in the Los 
Angeles area is engaged in research, development 
and production of some 175 highly specialized 
products. These include radio and television receiv- 
ers, sound recording and reproducing equipment, 
radar, control systems and components for military 
and commercial aircraft, instruments and test equip- 
ment, electronic computers, and related items. 
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STATEMENT oF CONDITION 


MARCH 31, 1955 


RESOURCES 


Cash and Due from Banks .....ccesese 
U.S. Government 


$ 379,329,222.19 





Securities ........ $1,035,116,704.60 
State and Municipal 

Securities ......... 70,100,781.54 
Other Bonds and 

Securities .......00 29,975,084.82 1,135,192,570.96 
Loans (less reserves).........ssseeeees . 507,217,806.61 
Certificates of Interest of Commodity 

Credit Corporation ..........+-+006 e 25,000,000.00 
Earned Interest Receivable ............ 8,362,523.17 
Customers’ Liability— Accept. and L/C 2,767 ,028.45 
We DRGMGES oak vw cctedincessccnsvice 3,837,958.07 
Other Assets ..cccccccccccccceccoocces 104,145.84 





TOTAL See SSSSSSSESESESESEEEEEE $2,061,811,255.29 





LIABILITIES 

Capital .......0s0000 «» $ 50,000,000.00 

Surplus .......00¢ oe 50,000,000.00 

Undivided Profits .. 35,345,332.91 $ 135,345,332.91 
Reserves for Interest, Taxes, etc....... 18,661,773.71 
Interest Collected—Unearned........ ‘ 3,806,856.72 
Acceptances and Letters of Credit ..... 2,767,028.45 
Ca BOD bi.nscawdcsss<eiscncces 295,116.79 


Deposits—Time .... $ 629,152,085.32 


—Demand. 1,271,783,061.39 — 1,900,935,146.71 


$2,061,811,255.29 





Securities carried at $231,650,996.10 are pledged to secure trust funds 
and U.S. Government, State and other Public Moneys, and for other 
parposes as required or permitted by law. 


142 Offices and Branches serving Central and Southern California 














Member: Federal Reserve System, Federal Deposit Insurance Corporation 
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& usual for us 


to do the unusual for you... 


So count on us, not only for de- 
pendable performance of all the usual 
services expected by correspondent 


banks— but for the unusual as well. 





Your telephone call, telegram, or 


letter will get prompt action. 


I 1 Ik nhois § National Bank | 


La Salle, jaaiesid Clark and Quincy Streets 
LOCK BOX: Hy CHICAGO 90, ILLINOIS 
Member Federal Deposit. Insarance Corporation 
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MR. KINSEY 


MR. WELMAN 


MR. BEZOIER 


A look at the cover proof, in final review of new service charge publication 


SIMPLIFIED ANALYSIS RE-EMPHASIZED 





UPUATING SERVICE CHARGES 


A new A.B.A. study to help banks judge the soundness and 
the adequacy of their present plans, in view of higher costs 


ANKS of all sizes, large as well 
as small, are certain to find some 
very timely and helpful informa- 

tion on service charges in a new study 
just being completed by the Country 
Bank Operations Commission of the 
American Bankers Association. It is 
the first study ofits kind to have been 
made in nearly ten years and is espe- 
cially noteworthy for its comprehen- 
sive coverage of the subject. 
Primarily, the study is aimed at 
smaller and medium-sized banks, a 
fact that lessens but little its informa- 
tion value for other institutions. It 
is titled “A Complete Service Charge 
Program for Smaller Banks.” Its 
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By 
R. A. BEZOIER 


President, First National Bank of 
Rochester, Rochester, Minnesota 


opening objective, as the study itself 
states, is to provide sufficient infor- 
mation and pertinent data to enable 
banks to evaluate the soundness and 
adequacy of their present plans. To 
aid in this evaluation, the study sup- 
plies a wide range of survey material 
on actual bank costs and selling prices. 

After providing smaller banks with 
this comparative information, the 
study presents the case for the simpli- 
fied analysis program which the 


Country Bank Commission introduced 
in 1946 and which has since been put 
into operation by hundreds of banks 
in all sections of the country. From 
here, for the smaller banks, the study 
becomes a manual for the installation 
of the plan in all its phases, including 
a full-analysis method for handling 
the occasional, unusually large and 
especially active account. 

For the larger banks, the study 
offers a number of points for consider- 
ation. Already mentioned is the re- 
search material on costs and charges. 
Another point that has already re- 
ceived some attention is the fact that 
simplified analysis can be used by 
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large banks fer all but the big ac- 
counts. As the study states, an out- 
standing feature of the plan “is its 
ready adaptability to any bank regard- 
less of size.” Then, there are several 
chapters of equal interest to large and 
small banks covering: special check- 
ing accounts, the analysis of savings 
departments of commercial banks, 
charges for miscellaneous services, 
servicing payroll checks and selling 
service charges to the bank’s cus- 
tomers, directors and employees. 

As one of the concluding steps in 
preparing the study for distribution 
later this month to all A.B.A. mem- 
ber banks, a two-day meeting was 
held recently in Chicago. The main 
purpose of the meeting was to give 
the text a final going over. Attending 
the meeting were: Joseph C. Welman, 
chairman of the Country Bank Oper- 
ations Commission and _ president, 
Bank of Kennett, Kennett, Missouri; 
Robert S. Kinsey, chairman of the 
Service Charge Committee and pres- 
ident, Poweshiek County National 
Bank, Grinnell, lowa; Fred B. Post, a 
member of both the Country Bank 
Commission and the Service Charge 
Committee and president, First Secu- 
rity Bank, Ionia, Michigan; George R. 
Amy, A.B.A. deputy manager and sec- 
retary of the Country Bank Commis- 
sion; and Charles E. Betts, Jr., 
assistant secretary of the commission. 

It is at this point, I believe, that 


my connection both with the study 
and the authorship of this article 
should be explained. I was invited to 
attend the meeting and to prepare this 
report, I understand, for two reasons. 
The first was that I had served as 
chairman of the Service Charge Com- 
mittee, some nine years ago, that 
developed the simplified analysis plan 
for smaller banks. The second reason 
was that the banks of Rochester, Min- 
nesota, including the bank I serve 
there, were among: the first in the 
country to adopt the new plan and that 
they have had, therefore, a substantial 
period of experience with it. 

Most of the two days at the meet- 
ing was taken up by a text review 
of the new study. This included, of 
course, a review of both the basic 
features of simplified analysis and the 
guide for putting the plan in effect. 


OR those who may not be entirely 

familiar with the plan, it should 
be said that it was developed to take 
advantage of several means of simpli- 
fication and at the same time to provide 
a high degree of equity to the deposi- 
tor and the bank. Several time-con- 
suming factors were entirely elimi- 
nated, such as the figuring of float, 
the figuring of reserves in arriving at 
loanable balances and the calculation 
of the charge for handling clearing 
items. Factors eliminated were bal- 
anced against factors retained. Mini- 


mum balances were used instead of 
average balances and a common rate 
for all items was recommended in the 
interest of simplification. The plan 
thus developed can be stated simply. It 
provides for: 1. A maintenance factor 
or charge. 2. The same per item rate 
for ledger entries, including checks 
paid and deposits made, and out-of- 
town items in deposits. 3. An earnings 
credit or allowance based on the mini- 
mum monthly balance. 

For example, a bank might use a 
50¢ monthly maintenance charge. To 
this would be added the amount repre- 
sented by the ledger entries. These 
might include 10 checks paid and 4 
deposits, and 2 out-of-town items in 
deposits, for a total of 16. Using the 
same per item rate for all, say 5¢, 
the amount would be 16 times 5¢, or 
80¢. Then, an earnings credit of 1.2 
per cent might be allowed on a mini- 
mum balance of say $300. At 10¢ per 
month per $100 of balance, the earn- 
ings credit would equal 30¢. The 
service charge thus would be 50¢ plus 
80¢ minus 30¢, or $1. 

With the text review completed at 
the Chicago meeting, an entire after- 
noon was devoted to the discussion 
of two questions certain to be asked 
by banks in comparing present plans 
with simplified analysis and to a third 
question involving special groups of 
banks that the Commission would like 
to reach. The three questions were: 


The current study contains timely survey data on actual bank costs and selling prices 


Original manual, issued in 1946, has had wide influence 


Checking Account 
Service Charges for 


Country Banks 
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Comprehensive new edition will soon be available 
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From left: George R. Amy, Fred B. Post, Joseph C. Welman, Mr. Bezoier, Robert S. Kinsey, Charles E. Betts, Jr. 


At round table, they sifted customer reactions to service charge plan, and revenue results 


Just how many smaller banks are 
actually using simplified analysis plans 
today? What has been the experience 
revenue-wise of banks using the plan? 
What are some of the groups of banks 
that might profitably adopt the plan? 
These questions were covered in 
typical, round-table fashion. 

The discussion turned first to the 
number of banks that have adopted 
simplified analysis. It was acknowl- 
edged that no complete records were 
available of service charge plans by 
number of banks, but it was agreed 
that an educated guess might be pos- 
sible. It was agreed also that similar 
analysis plans should be included in 
the guess. New York State, for ex- 
ample, has a simplified analysis plan, 
brought out in 1947 by a New York 
State Bankers Association committee 
headed by Theodore Rokahr, presi- 
dent, First Bank and Trust Company 
of Utica, New York. It was also 
pointed out that the so-designated 
Decatur plan is a simplified analysis 
plan and embodies some of the fea- 
tures of the A.B.A. plan. 

In arriving at a figure, estimates 
were made for numerous states, in- 
cluding New York and California 
where the use of analysis plans is 
considered to be above average. Mr. 
Welman presented the report of a 
survey made for Missouri by William 
L. Gregory, president, Easton Taylor 
Trust Company, St. Louis. The survey 
included the state’s 592 banks, with 
172 reporting for a 54.8 percentage 
on simplified analysis. The final re- 
sult, the educated guess, developed by 
Messrs. Welman, Kinsey and Amy, 
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was that some 4,500 of the country’s 
smaller and medium-sized banks are 
using simplified analysis plans. 

It was also the unanimous opinion 
of the group, based on members’ con- 
tacts with other banks and on corre- 
spondence with state associations and 
individual banks, that the trend to 
simplified analysis has been definitely 
upward since The Office of Price 
Stabilization regulation of service 
charges was relaxed and that this 
trend has shown a marked step-up, and 
in favor of the A.B.A. plan, in the past 
four years. 


EXT came the question of bank 

revenue from the A.B.A. plan as 
compared to bank revenue from other 
plans, particularly from the flat charge 
or measured charge variety. This was 
taken up for discussion because it is 
a question of considerable importance 
to the individual bank thinking about 
making the change and, it might be 
noted, in spite of the fact that it is 
an extremely difficult point on which 
to generalize. 

It was pointed out by members of 
the group that the revenue from any 
plan is bound to be determined to a 
large extent by the rates that are 
used or by the money factors that 
enter into the figuring of the charge. 
In other words a flat charge with high 
rates could produce more revenue than 
an analysis charge with low rates. 

Members of the group also stressed 
the fact that the simplified plan itself 
is a plan of method and not a plan of 
rates, and that rates actually vary 
from bank to bank. This was shown by 


the most recent survey conducted by 
the commission and reproduced in the 
new study. In this survey, the main- 
tenance charge ran from 10 cents to 
$1, with the majority of the banks 
reporting the use of the 50 cent rate. 
The ledger entry charge ran from 2 
to 10 cents, with the majority using 
a 5 cent rate. The earnings credit 
allowance ran from 0.5 per cent to 6 
per cent with the majority using the 
1.2 per cent rate. 

With these qualifications disposed 
of, the group agreed that in cases 
where comparative figures were sup- 
plied banks génerally reported a 
higher return from simplified analysis 
than from the plans replaced. It was 
the opinion, however, that this in- 
creased income was largely the result 
of a more equitable distribution of 
charges, based on actual service 
rendered, and a realistic earnings 
credit rather than the effect of a 
moderate increase in item rates. 

A number of examples were cited 
by the group to bear out this point. 
Mr. Welman stated that in his bank 
service charge income for 1948 was 
derived from a flat, or float, charge on 
out-of-town checks and a small and 
unimportant charge of 50 cents a 
month on small accounts. The total 
service charge income for that year 
was $21,207. At the beginning of 1949, 
his bank switched to simplified account 
analysis. For the year 1949, service 
charge income was $27,642. Both 
years included miscellaneous charges 
and exchange on commodity drafts. 

Even more important than the in- 

See UPDATING SERVICE CHARGES—Page 84 
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Why is it taking place, and 


will it continue? 





Factors Behind 
(he Trend 


OF BANK CONSOLIDATIONS 


NE of the major developments in 
banking over the past five years 
has been a rapidly accelerating 

trend toward mergers. This year, with 
only sketchy statistics in so far, it is 
clear that such consolidations will set 
a record for recent years with at least 
350 consolidations involving at least 
twice that number of banks. 

That would compare with slightly 
more than 200 last year, 116 in 1953 
and about 100 in 1952. Biggest year 
was 1931, when there were 798 merg- 
ers. Since then the number of banks 
has been reduced to around 14,400 


By 
ED TYNG 
New York Correspondent 


from 19,375. What is significant in the 
current trend is that all the consolida- 
tions are voluntary and dictated by 
competitive circumstances; in the pe- 
riod immediately before the bank holi- 
day of 1933 the influence was, in most 
cases, not choice but necessity. It was 
an era of deepening depression in 
which banking had become an increas- 
ingly unprofitable field for investment. 
Capital already invested in bank 


shares tried to save itself by the pro- 
cess of liquidation. 

Few major trends in any industry 
are developments of overnight or even 
of a few years, and banking is no ex- 
ception. To understand what is now 
going on one must go back 50 years. 
Shortly after 1900 there were some 
10,000 banks. Twenty years later there 
were over 30,000 banking offices. 

Those twenty years after 1900 were 
an era of mushrooming growth for 
small State chartered institutions 
throughout the country, particularly 
in the South and Middle West. Many 


These two charts help to explain some of the specific conditions that lead to mergers 


Charts at bottom of these pages based on similar charts prepared by the Federal Reserve Bank of Philadelphia 
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Mergers in 1955 are expected to set a record for recent years 


were in small towns. Money rates were 
fairly high and profits were assured. 
It was easy to start new banks. All 
were single units, for branch banking 
was frowned upon. 

In the 1920’s the picture changed. 
There were extensive mergers among 
business concerns, an increased cen- 
tralization of mass production in the 
bigger cities, and a movement of pop- 
ulation- into the big centers. It began 
to be apparent to bankers everywhere 
that they had been moving contrari- 
wise to a trend and that there were 
too many banks. After 1925 there was 


a sharp downtrend in the number of 
new banks established and a sharp up- 
trend in bank mergers, with a growing 
number of failures. Bank profits were 
not as good as they had been and in 
farm communities, where the failure 
era began, times were hard. By the 
1933 bank holiday, bank failures had 
spread to the larger industrial areas 
and to the big cities; the strong were 
being pulled down with the weak. In 
the late 1920’s and early 1930’s, aside 
from reasons of necessity, bank merg- 
ers were motivated by a wish to add to 
branch facilities in growing areas, a 


desire to increase capacity to lend in 
keeping with the larger unit size of 
corporate customers, an urge for a 
wider securities, trust or foreign 
business, or a desire merely for big- 
ness. Branch restrictions were eased. 

The bank holiday which ushered in 
the New Deal brought virtually to an 
end banking failures and also brought 
the birth of the Federal Deposit Insur- 
ance Corporation. It began, too, a pro- 
tracted period of easy money which 
was to prove almost ruinous to bank 
earnings, along with reform in bank- 
ing laws which corrected abuses and 
further circumscribed operations. 

The period since the early 1930’s has 
been one favoring the multiplication 
of branches, and the development of 
a whole new concept of “retail’’ bank- 
ing services. Big and small business, 
before and during World War II, de- 
centralized as rapidly as it had pre- 
viously centralized and population 
moved away from larger cities to sub- 
urbs or even to more distant points. 
Legal as well as economic develop- 
ments favored branches, and in more 
recent years the relative high cost of 
establishing new branches, as com- 
pared with those acquired through 
merger, became another decisive in- 
fluence favoring consolidations. Until 
this year, shares of most banks 
throughout the country were selling 
below book or liquidating value; it was 
possible therefore for buyers to ac- 
quire banks and literally pay for them 
“with the banks’ own money.” The 
reason bank shares sold at levels indi- 
cating a greater value dead than alive 
was poor earnings—the sequel to the 
cheap money policy of the long years 
of the New Deal philosophy. 

See THE MERGER TREND—Page 97 


Inducements such as these have contributed to stockholder approval of consolidations 
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FOUR MEASURES OF MERGER TERMS EFFECT OF MERGER 
STOCKHOLDERS OF STOCKHOLDERS OF 
FOR EVERY $1 OF— | ABSORBED BANKS RECEIVED: | ABSORBING BANKS RECEIVED: ON BANK STOCK PRICES 
$105 - 
sell MERGER 
95 
90 F Actual Philadelphia example of what is 
likely to happen investor-wise when a 
85 Fr smaller bank is absorbed by a larger 
80k bank. As soon as the merger terms were 
announced, the price of the absorbed 
75 bank's stock immediately jumped up 
toward parity with that of the absorbing 
7OrF bank. In order to make the prices com- 
porable, they have been adjusted for 
65 the basis of exchange provided by 
60+ WEEKS the merger. 
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From two insurance firms. a host of ideas 
on how to get better value out of 


each three cent stamp 





ective Programs 
CORRESPONDENCE IMPROVEMENT 


IRECT evidence from two lead- 
ing insurance firms, New York 
Life Insurance Company and 
Mutual Life Insurance Company of 
New York, indicates that they are 
well in the forefront of financial in- 
stitutions that appreciate the impor- 
tance of effective written communi- 
cations. 
Both acted after studies disclosed 
that their correspondence efforts rep- 


By 
HARRY V. ODLE 


Associate Editor, 
Burroughs Clearing House 


resented a customer relations weak- 
ness, and the corrective steps they 
have taken are well worth noting by 
other financial and business organiza- 
tions. 

As one phase of its improvement 


program, New York Life has produced 
a 16 mm. sound-slide film, “The Clay 
Ball,” for showings to personnel. The 
film warns that in an age where so 
many are competing for attention and 
for understanding, “it is vitally im- 
portant that business learns to speak 
the language of our age .. . an insti- 
tution which does not do so may well 
write its own future in clay.” 
According to the film, a study of 


Two ways Mutual Life of New York has improved and speeded up letter replies 


“Guide letters” cover typical situations 


“Time controls” show departmental promptness 








Example of the Long and Short of It. 











Original To Manager 


numbered policy, 
of a difference in the Insured's age. 





NOT 


USE 


believed to be correct. 


Revised 


DA-15 correct birthdate is established, 


able. 


* Key No. DA-16 


Original: 160 Words Revised: 49 Words 





DEATH BENEFITS REQUEST - EXPLAIN AGE ADJUSTMENT 


° 
DO We are enclosigg a letter addressed to the payee under the above 
st =) which we made because 


Will you see that we are furnished with the best evidence available 

as to the correct date of birth? A copy made by a notary of @ family 
or public record, made at or near the time of birth, of the date of 
birth together with a statement by the notary as to the date of publi- 
cation of the book from which the record is obtained, and by whom 
the record was made and when, is the most satisfactory evidence. 
Form 3593 covers such information. If no such record is obtainabie, 
an affidavit to the effect should be furnished together with the best in- 
formation available with a full statement as to its source and why it is 


Please forward the above information to us at your earliest conven- 


Yours very truly, 


Key We will gladly make adjustments in this case, if necessary, when the 


If (name) is unable to complete Form 3593, please get an affidavit stating 
why the date is believed correct and return with the best evidence avail- 


Also, kindly give the enclosed letter® of explanation to (name), 


Thank you, 


Note: The Original is a splendid example of a letter that 
goes to great unnecessary length in stating the 
obvious. Notice that the Revised states all that a 
Manager need be told to know how to proceed, 
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Saving 69 Per cent 


PAs ANSWERED 
DaYs tJ mn 
4oms 


LESS DAYS DAYS OR MORE ANS'D 
401 10 


CORRESPONDENCE TIME RECORD 
FOR FEBRUARY -- 1955 
ALL MAIL 
PER CENT OF ANSWERS 





TOTAL 
6-10 11 DAYS NUMBER WITHIN 4-5 6-10 11 DAYS 


3_DAYS DAYS DAYS OR MORE 
411 100% 


37 100% 


12 100% 


8 88% 12% 
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MUTUAL OF NEW YORK 
CORRESPONDENCE MANUAL 


BI Site SE ERE AS 


Effective Letters 
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A PORTFOLIO OF SUGGESTIONS _, 
FOR MAKING OURSELVES UNDERSTOOD 


PERSONALIZED GUIDE LETTERS 


THAT SAVE DICTATING & TYPING TIME 


NEW YORK LIFE INSURANCE COMPANY — 





Letter-writing manuals that are brimful of practical suggestions and examples 


New York Life letters revealed there 
were two basic reasons for its commu- 
nications problems: technical terms, 
which often must be used for purposes 
of precise definition; and “commer- 
cialese,” consisting of whiskered 
phrases such as “we beg to state.” 

From New York Life’s study, four 
principles of effective letter writing 
were evolved: 1. Use your own lan- 
guage. 2. Write your own way. 3. 
Don’t worry too much about grammar. 
4. Let your own personality show in 
your writing. 

In addition, two other requisites 
were said to be essential for simple 
and direct writing: clarity and force. 
Clarity, the film says, is achieved by 
presenting one idea at a time. “After 
a thought has been presented, follow 
it with a period,” is the recommenda- 
tion. “Too many connectives serve 
only to confuse your reader.” 


Force gives life and movement to 
writing, the film adds, and its secret 
lies in the structure of a sentence. 
Thus the forceful sentence answers 
the question “who does what”’—not 
“what was done by whom.” The word 
by is branded as the clue to the weak, 
forceless sentence. Example: “The 
committee approved the report” is 
preferred over “The report was ap- 
proved by the committee.” 

The film has created quite an inter- 
est in both business and educational 
circles. It is now available on loan 
from New York Life’s public relations 
department, 51 Madison Avenue, New 
York 10, New York. With the film and 
accompanying 33 r.p m. record is sent 
a supply of brochures, covering the 
film’s highlights, which may be hand- 
ed out to personnel after the showing. 

New York Life has supplemented 
the film with one of the finest letter- 


writing manuals ever produced—one 
that is brimful of practical sugges- 
tions and examples. 

As one feature, it lists words that 
people naturally like and those they 
dislike. It also outlines six specific 
steps to better letters, recommends 
“saying goodbye” to several listed 
columns of obsolete phrases, gives tips 
on taking the sting out of saying “no,” 
and provides a host of other helps on 
making New York Life’s letters reflect 
the company as a courteous, friendly, 
human organization. 

Mutual Life Insurance Company of 
New York also looks upon every three 
cent stamp as an important invest- 
ment in good will. 

Nine years ago the company started 
a correspondence simplification pro- 
gram, following an opinion survey 
among its policyholders. The custom- 

See CORRESPONDENCE PROGRAM—Page 104 


New York Life offers loan of its sound-slide film on written communications 


Brochure summarizes film’s contents 


May, 1955 


Film lesson on achieving “clarity” 





Film advice on adding “force” 




















With the state’s industrial development 
has also come an epidemie of bank 
improvement programs 


ARKANSAS BANKING 
GOES MODERA 


ANKING in Arkansas has gone 
modern. Most spectacular index 
of this progress is the extraordi- 

nary number of bank buildings newly 
erected or so extensively remodeled 
that they appear and function as if 
brand new. From one corner of the 
state to the other, bankers are in 
various stages of the modernization 
process, anywhere from poring over 
blueprints to arranging the congratu- 








By 
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latory flowers in lobbies that still 
carry a faint odor of fresh varnish. 
In Little Rock, the capital city and 
state metropolis, all four banks have 
major construction programs either 
complete or under way. Within 50 
miles or so from downtown Little 
Rock at least a dozen other banks are 








At Worthen Bank, modernization will bring a big increase in usable space 


in the same situation. This epidemic 
of bank construction is only one symp- 
ton marking a modernization trend 
that is apparent not only in Arkansas 
banking but also throughout the 
state’s economy. 

Until World War II, Arkansas was 
a sleepy farm state with only enough 
industry to work its raw materials 
into shape for shipment to plants in 
the East and Midwest for processing 
into finished products. 

In 1939 the state contained only 
about 150,000 non-farm jobs, includ- 
ing everybody covered by unemploy- 
ment compensation. Today this is up 
above 310,000, practically all of the 
increase either in new factories or in 
jobs created indirectly by factory pay- 
rolls. Several influences produced this 
situation: farm mechanization, three 
successive drought years, and the 
war—ably abetted by a go-getting 
Arkansas delegation in Congress that 
spotted big defense industry plants 
around the state. 

The state’s farm labor force has 


All the Little Rock banks have undertaken construction programs in recent months 


More than $1,000,000 is being spent by Commercial National Bank in downtown Little Rock to improve its present quarters 


THE 
COMMERCIAL 
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A customer poll; for suggestions, preceded erection of this feature-filled Little Rock bank building 


shrunk from 650,000 in 1939 to 265,- 
000 in 1955. Farm folks keep moving 
to town, where the factories have jobs 
for them. Population of Pulaski 
County (Little Rock) rose from 
150,000 in 1940 to 200,000 in 1950 and 
to 220,000 in 1955. Manufacturing 
employment in Metropolitan Little 
Rock soared from around 3,500 in 
1940 to 14,000 in 1955. Statewide per 
capita income, which averaged $252 in 
1940, climbed to an estimated $990 in 
1954. 
No wonder Arkansas banks were 
bulging out the walls of their aging 
buildings until they were forced to 
build or remodel. A lot of Arkansas 
businessmen woke up to their unavoid- 
able need for expanding plant, equip- 
ment and personnel to cope with the 
flood of. activity that threatened to 
overwhelm them. 
This was not sheer accident. Ar- 
kansas patriots—who may possibly 
fall only short of Texans in en- 
thusiasm—claim it is merely long 
overdue recognition of their basic 
virtues. Hamilton Moses, chairman of 
Arkansas Power & Light Company 
and elder statesman of the state 
boosters, explains it plausibly. “The Beautifully modernized lobby, Union National Bank, Little Rock 
big war plants here were mostly 
operated by big Eastern employers,” 
as Mr. Moses tells it. “They got a sur- 
prise at the attitude of their green 
employees. These simple country folks 
really thought it was their duty to pro- 
duce all they could and get the war 
over with. By the time they made it 
and the war plants closed down, the 
bosses liked these workers and our 
folks liked factory work. So practically 
all of the war plant space was con- 
verted to peacetime manufacturing, 
and then new plants began going up.” 
Any such industrial development 
takes a lot of financing, as any banker 
knows. Not that local banks had to ri ne 
provide operating capital for the West- F ' “Eye 
inghouse lamp factory at Little Rock ether. * 
or the International shoe factory at 
Searcy or the Phillips-Jones shirt fac- Motor lobby at First National, Little Rock, has four teller windows 


A lower ceiling provides additional floor of working space above 
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tory at Brinkley. Even so, some big 
companies were attracted to small 
cities by offers of locally financed 
buildings, and the money for these had 
to be raised. Usually the local banker 
was knee-deep in that campaign, and 
after his fellow committeemen ex- 
hausted all local sources of funds he 
found ways to shape up the unraised 
balance as a bankable loan for his 
correspondent in Fort Smith or Pine 
Bluff or Little Rock. 

Little Rock has four banks, in order 
of December 31, 1954, deposit totals, 
Union National Bank with $75,- 
000,000, Worthen Bank and Trust 
Company with $61,000,000, The Com- 
mercial National Bank of Little Rock 
with $41,000,000 and First National 
Bank with $32,000,000. Across the 
bridge in North Little Rock is the 
Twin City Bank with $9,000,000. 

The smallest of the four city banks 
led off the procession by erecting a 


completely new two-story building, 
with a parking lot nearby. Long estab- 
lished as The Peoples National Bank 
of Little Rock, the institution changed 
its name in November, 1953 to First 
National Bank; in February, 1954, it 
increased its capital and surplus from 
$1,000,000 to $2,000,000; and last 
November moved into its new banking 
home. More space had become a neces- 
sity, for the institution’s deposits had 
increased 80 per cent in the five years 
ending December 31, 1954. In its first 
three months in the new building, 
First National had a net increase of 22 
per cent in number of accounts. 

In making building plans, the 
officers first laid out the ideal flow 
of the bank’s operations much as an 
industrial planner lays out a factory. 
Then, accommodating this ideal lay- 
out to the realities of the available 
land, they had the building designed 
to house this functional flow of work. 





The bank also wrote to all its cus- 
tomers announcing that it was plan- 
ning a new building, and asked them 
to make suggestions for features they 
would like to see included. This poll 
brought out a demand for several 
points of customer convenience which 
otherwise might have been overlooked. 
Likewise, officers and architects visited 
many new bank buildings and bor- 
rowed whatever seemed worthwhile. 

In consequence of this open-minded 
approach, the bank includes dozens of 
unusual features. One is a pair of 
desks inside the safe deposit vault, 
so constructed that a customer, while 
standing, can put in or take out what 
he wishes with a reasonable degree of 
privacy, and be on his way. Over 80 
per cent of all vault customers use 
these stand-up desks without bother- 
ing to go to coupon booths. 

The bank lobby contains a comfort- 

See ARKANSAS BANKING—Page 88 


The “going modern” epidemic extends from one corner of the state to the other 


Remodeled from auto agency, Searcy Bank’s quarters include civic room and employees lounge 























Elk Horn Bank and Trust Company, Arkadelphia 
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Wall Street in 1866, showing building (third from right) occupied by Riggs & Company 


RIGGS’ MANHATTAN COUSIN 





The Unusual Storv of @ 
FORGOTTEN BRANCH 


By 
ROLAND T. CARR 


Vice-President, Riggs National Bank of 
Washington, D.C. 


E AT The Riggs National Bank 

in Washington, D. C., will read- 

ily admit that until recently we 
knew very little about the branch our 
predecessors operated for nearly 35 
years at 56 Wall Street in New York 
City, despite the fact that it has some 
unique claims to historic fame. 

The author never knew of the 
branch’s existence until he carried out 
certain explorations into the bank’s 
archives. In the course of my search 
there turned up a large envelope of 
documents, most of which are ad- 
dressed to “Riggs & Company, No. 56 
Wall Street,” and these proved to be 
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a gleaning from the files of that almost 
forgotten branch. 

Most of the Riggs old timers knew 
of the branch in general terms, but no 
one had really analyzed the material 
in the envelope or recorded any statis- 
tics about our Manhattan cousin. 

Our digging in the archives pro- 
duced some surprises, including one 
real jack-in-the-box that popped up at 
the end of our search. 

To begin with, Elisha Riggs (father 
of the co-founder of our bank), was a 
wealthy merchant and banker who 
settled permanently in New York in 
1829, after having been successively in 
business in Georgetown, D. C., Balti- 
more and Philadelphia. 


Same building, remodeled, is now 
probably Wall Street’s oldest 
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Elisha’s first New York establish- 
ment was located at Hanover Square 
and Exchange Place, across from 
ancient “India House” where the sea- 
captains and the ship-owners gathered 
for their globe-encircling conversa- 
tions. His eldest son, George Washing- 
ton Riggs (our co-founder) undoubt- 
edly visited this famous mecca many 
times in company with his father. 
Perhaps it had some bearing on his de- 
cision to leave Yale University after 
three years and embark for Europe. 

Meanwhile, Elisha had purchased a 
large residence fronting on New 
York’s oldest park at No. 6 Bowling 
Green. It was here that Manhattan 
was purchased from the Indians and 
it was here too, that the bronze statue 
of George III of England had been 
hauled down during the Revolution to - 
make bullets for the rebels. 

After a stay in Europe, young 
George Riggs apparently returned and 


Riggs’ archives showed its 


Some instructions from Sam Houston 











The notorious pirate, Captain Kidd, and his home 
which once occupied the site of the Riggs’ office 
at No. 56 Wall Street 


Branch site had buccaneer background 


joined his father in business. How- 
ever, in 1836 an event took place in 
Washington, D. C., which would soon 
bring him into partnership with Wil- 
liam W. Corcoran. The latter had held 
an important post in the Washington 
branch of the Second Bank of the 
United States, the institution against 
which “Old Hickory” waged an unre- 
lenting, war. When the bank lost its 
charter in 1836, Corcoran started his 
own exchange and brokerage business 
in the nation’s capital. 

The families of the two men had 
been neighbors in Georgetown, D. C., 
where George was born in the midst 
of the War of 1812. So when Corcoran 
decided to organize a “bank of de- 
posit” and needed more capital, he 
apparently approached George who 
had evidently been seeking for some 
time to be “on his own.” On April 15, 
1840, the partnership of Corcoran & 
Riggs was launched in Washington. 


The new firm was an immediate suc- 
cess and soon counted among its 
clients President Tyler and the great 
statesmen, Daniel Webster and Henry 
Clay. Within a few years the partners 
purchased and occupied the old home 
of the Second Bank of the United 
States, situated north of the Treasury 
and diagonally across Pennsylvania 
Avenue from the White House on ap- 
proximately the same site as the pres- 
ent Riggs National Bank. 

When his father died in 1853, 
George Riggs was present temporarily 
in New York for the settling of the 
estate which totaled well over one mil- 
lion dollars. Concurrently, Corcoran 
decided to retire from business and 
George, with the benefit of his in- 
heritance, purchased the former’s in- 
terest and renamed the firm Riggs & 
Company. It was then, in 1854, that 
the branch was opened in New York. 

Why was the branch opened? The 
explanation of the family historian, 
John Beverly Riggs, is as convincing 
as any—‘to accommodate the clients 
of his late father.” Another reason, 
perhaps, was a sentimental reluctance 
to eliminate the Riggs name from New 
York banking circles where his father 
had been held for so long in high 
esteem. Or still a third, George was 
not yet ready to make a decision on his 
final place of business. 

Regardless of the reason for its es- 
tablishment we would like to have 
some account of the branch’s opening, 
but none is available. No. 56 was sit- 
uated on the north side of Wall Street 
between William and Pearl Streets, 
and faced Hanover which cuts into the 
south side of Wall Street at that point. 
It was only a short distance eastward 
of the old Sub-Treasury building 
where George Washington accepted 
his commission as Commander of the 
Revolutionary Armies. Old prints 

See AN UNUSUAL BRANCH—Page 101 


Wall Street office had many noted customers such as these 


Brigham Young asks bank to collect draft 
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This is where 
we come in! 


















Sometimes printed information and local sources 
just aren’t enough to help you make decisions in 
commercial lending. There have probably been 
many times when you needed up-to-date, firsthand 
knowledge — and needed it fast. 


That’s just the service we can offer you, thanks to 
our unique Divisional Organization—a system we’ve 
had in effect for more than 50 years now. You see, 
the officers in each of our ten Commercial Divisions, 
instead of serving a certain geographical area, serve 
certain specific industries. 


These men have a close contact with their par- 
ticular industries. They know the people involved, 


Epwarp E. Brown, 
James B. Forean, 
Homer J. Livincston, 
Watter M. Heymann, 


Guy C. Kippoo, Vice-President 
Gay orp A. FREEMAN, Jr., Vice-President 





and they get out in the field to study new develop- 
ments firsthand. As a result, their knowledge is 
intensive and current. 


This knowledge is available to you through our 
Division F —the Division that specializes in serving 
our correspondent banks. 


““Industry-specialized”: loan information is just 
one of the many correspondent services of The 
First National Bank of Chicago. If you would like 
to talk over the advantages of a correspondent rela- 
tionship with us, just phone, write or wire us today. 
A man from The First will be happy to call on you 


at your convenience, 


Chairman of the Board 
Vice-Chairman 
President 


Executive Vice-President 


Huco A. ANperson, Vice-President 
Hersert P. Snyper, Vice-President 


The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


May, 1955 

















e The Tidal Basin beside 
Potomac Portrait the Potomac reflects the 


Fourth of July celebration. 





NO. 11 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’S HISTORIC RIVER 





Signature of 


Dolly Madison, famous 
Riggs customer, who was 
guest of honor on 
July 4, 1848 
at the cornerstone 
ceremonies of the 


Washington Monument 





Ollie Atkins 


The RIGGS NATIONAL BANK 


of WASHINGTON, D.C. 


FOUNDED 1836 ¢* LARGEST BANK IN THE NATION'S CAPITAL 


Member Federal Deposit Insurance Corporation ° Member Federal Reserve System 
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WASHINGTON VIEWPOINT 








**Active Ease’? Becomes 
Just “‘Ease’’ 


The Federal Reserve Board’s end- 
of-March Index of Industrial Produc- 
tion climbed to an impressive 135 re- 
lated to the 1947-49 base of 100. This 
was 12 points higher than March 1954 
—a strong comeback—and indicates a 
strong upward surge back to the record 
height of 137 achieved in 1953. 

In early 1954, Reserve Board Chair- 
man William McChesney Martin, Jr., 
told the Joint Economic Committee of 
Congress that the System was pursu- 
ing a policy of “active ease” in order 
to counter the dampening effect of 
the Korean cease-fire—and also, in a 
way, to rectify the “miscalculation” of 
1953, when credit restraints were 
clamped down a little more firmly than 
proved necessary. One of the actions 
was to reduce to 1% per cent the dis- 
count .rate prevailing at the Reserve 
Banks. Incidentally, when this active- 
ease action was taken in April 1954, 
the return on Treasury bills stood in 
the vicinity of 1.1 per cent. 

This spring, in the light of the 
generally strong business trend, the 
Reserve System, through its open mar- 
ket operations, took the word “active” 
out of its. previous active-ease policy. 
The Federal Open Market Committee’s 
support of Treasury bill prices became 
less conspicuous, permitting the rate 
of current return on bills to rise to a 
mildly restrictive level. At mid-April 
the average rate of discount on the 
Treasury’s weekly bill auction rose to 
15% per cent, surpassing the Reserve 
Banks’ discount rate of 1% per cent. 

Promptly the boards of directors of 
the twelve regional Reserve Banks 
initiated action to rectify their own 
position. They found themselves han- 
dling commercial paper at 1% per 
cent discount, while riskless Govern- 
ment obligations were commanding 
15 per cent. They moved to increase 
the discount rate to 134 per cent and 
the Reserve Board’s approval, required 
by law, was immediately forthcoming. 


a ° e 


Banking Committee May 
Review Credit Policies 


An immediate aftermath of the 
Federal Reserve action in raising the 
basic discount rate was a demand by 
Representative Wright Patman of 


May, 1955 


By JOHN DONOGHUE 


Washington Correspondent 


Texas for a thoroughgoing investiga- 
tion of the “operations and activities 
of the Federal Open Market Commit- 
tee of the Federal Reserve System.” 
Mr. Patman introduced a resolution 
empowering the House Banking Com- 
mittee to conduct the probe, and ex- 
tended its scope to include such darkly 
hinted mischief as speculative profits 
reaped by bankers and Government 
security underwriters who have a 
talent for divining price and interest 
rate trends. 

Mr. Patman said the investigation 
should attach special importance to 
“the question whether the public inter- 
est is served by sporadic issue of long- 
term issues carrying” high interest 
rates which must necessarily go to a 
premium in view of the large amount 
of outstanding long-term debt at sub- 
stantially lower interest costs.” Thus 
the proposed investigation would again 
feature criticism of the Treasury’s 30- 
year, 344 per cent bonds and the 40- 
year, 3 per cent issue. 

The resolution provides that the 
probe could be conducted by a sub- 
committee of the House Banking Com- 
mittee, at the Committee’s discretion. 
If this should be done, Mr. Patman 
would be the likely candidate for the 
chairmanship, owing to a House tradi- 


tion that 4 Member who puts across a 
resolution to investigate something 
usually lands the job of heading the 
probe. This opens an interesting ques- 
tion, for Committee Chairman Brent 
Spence and the senior Republican 
member, Jesse P. Wolcott, are parties 
to a personal pact in opposition to any 
subcommittee operations. 


+ e ° 


Savings Account Passbooks 
May be Eliminated 


The Federal Reserve Board is cur- 
rently weighing reactions to its March 
25 publication of proposed changes in 
Regulations D and Q, relating to the 
requirement that interest-bearing sav- 
ings deposits must be “evidenced by a 
passbook.” Board officials have been 
keenly interested in bankers’ opinions 
whether the elimination of the pass- 
book will tend to cause dullness in the 
public mind, for lack of a reminder, 
as to the fundamental difference be- 
tween demand and savings deposits. 

The fundamentals of the question 
are that a demand deposit has become 
the equivalent of currency, while a 
savings deposit continues to take on 
the character of an investment. The 
action of Congress two decades ago 
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Vv 
Amenian Security 
& TRUST COMPANY 


Daniel W. Bell, President 
Washington, D. C. 


Washington.:.. 


Many financial institutions find 

it profitable to draw upon American 
Security’s “know-how” for 
information in the Nation’s Capital. 
Close contact with Government 

and business means a correspondent 
bank service worth while. 





Member Federal Deposit Insurance Corporation — Member Federal Reserve System 
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forbidding the payment of interest on 
demand deposits has brought about 
the general acceptance of demand de- 
posits as equivalent to currency. Sav- 
ings deposits, on the other hand, are 
interest-bearing and subject to 30-day 
notice of withdrawal. Moreover, sav- 
ings deposits, being legally required 
to be evidenced by a passbook, are not 
susceptible to being regarded as ready 
cash and certainly not as currency. 
However, commercial banks, savings 
banks and savings and loan associa- 


tions make a point of pride that any 
depositor or shareholder can claim and 
get his money any time he wants it. 
To invoke the 30-day delay provision 
could ruin carefully built-up public 
relations efforts. Over recent years, 
the public has been pretty well assured 
that savings deposits can be promptly 
converted into cash—on presentation 
of the passbook. 

The Reserve Board is now impressed 
by suggestions that the passbook re- 
quirement no longer expresses the 
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FOR HIGH - SPEED COLLECTIONS 







IN EVER - GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis- 


posal. 
Banco 


FOUNDED 1895 







CREDITO Y AHORRO PONCENOPEWE 


MAIN OFFICE: PONCE, PUERTO RICO 
Member Federai Deposit insurance Corporation 





intent of the law. The Board has the 
power to say that instead of a pass- 
book, the savings depositor is fully 
protected if, after each transaction, he 
receives a “written receipt or agree- 
ment” establishing the status of his 
account. 

It is contended that savings ac- 
counts, Christmas Club accounts, and 
savings-loan accounts are subject to 
entries much less frequently than com- 
mercial accounts. The Reserve Board 
entertains the idea that operating sav- 
ings can be achieved by eliminating 
the passbook, at the option of indi- 
vidual institutions, so that accounting 
machinery at the teller’s fingertips can 
produce a “receipt or agreement” stat- 
ing how much money the depositor has 
in his savings account. After all, that 
is his major concern. 

A footnote to the proposed new regu- 
lation says that “payment may be made 
to the depositor over-the-counter, 
through the mails, or otherwise.” This, 
of course, would open up to savings 
departments a new avenue of oppor- 
tunity for cost-saving mechanization, 
since the proposed regulation does 
away with the required presentation 
of the passbook. 

It makes sense. Those with graying 
hair (or none) can recall the pre- 
mechanization days when it was neces- 
sary to submit your passbook from 
time to time to be “written up” by the 
bookkeeper. In those days, all you 
could get was a Sarsparilla across the 
street while waiting for the bookkeeper 
to draw the red lines diagonally across 
the pages while determining whether 
you were overdrawn. 
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Anti-Merger and Holding 
Company Legislation 


This year’s effort to obtain enact- 
ment of bank holding company legis- 
lation has taken on a now-or-never 
significance. Chairman Brent Spence 
of the House Banking Committee has 
made it clear that if the current 
stepped-up legislative drive fails to 
cross the goal line, then there is in his 
opinion not much point in pressing the 
cause any further. 

The background of Mr. Spence’s 
now-or-never attitude is a 15-year-old 
story of frustration, with politics often 
entering obliquely into a basically non- 
political situation. 

As April drew to a close, the Com- 
mittee was in the process of grinding 
out a revision of the bill that Mr. 
Spence introduced. As in most of the 
campaign’s history, the Committee 
chairman has sponsored the 1955 
model of the bill prepared and sup- 
ported by the Independent Bankers 
Associations. The first week of March 
was devoted to public hearings, in 


Burroughs Clearing House 
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Mr. BANKER: 


There is always ana 


You, as a banker, know exactly how much it costs 
to service an account on your books. Nobody 
knows how much it costs to lose an account 

. particularly a loan account offering growth 
possibilities. 


Every lending officer is faced with the decision of 
limiting loans, — but there is a way of keeping 
the good will and loyalty of your loan customers 
whose requirements are temporarily beyond your 
loaning policy. 


JAMES TALCOTT, INC., with more than 100 
years of experience in factoring and financing, 
offers many possibilities to bankers of continuing 
and increasing loans on a secured basis to valued 
customers. 


If secured loans will permit you to extend to your 
customer the additional needed credit, JAMES 
TALCOTT, INC. will handle the details of the 
secured loan and participate with you in the 
financing. 
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CONSIDER THESE ADVANTAGES 


OF 
PARTICIPATION 


You ...hold the good will of your client. 


You ...hold your investment to a satis- 

factory line. 

You ... hold a collateral loan. 

Your Client . . . secures the additional 
working capital to ex- 
pand his business. 

And ...if you, as a banker, feel that your 

client requires special financing 
beyond the services of a bank, 
James Talcott, Inc. can supply 
this additional working capital 
until such time as the needs of 
your customer are again accept- 
able to you. 


James Taicott, Inc.'s financing service includes: 


1. Accounts receivable financing 
2. Factoring 
3. Re-discounting 


4. Installment financing 
5. Inventory loans 
6. Loans on plant and machinery 


Talk to Talcott in your office or ours. A telephone call or letter will bring a Talcott representative to see you. 


JAMES TALCOTT. INC. 


FOUNDED 1854 








225 Fourth Avenue 
New York 3, N.Y. 
ORegon 7-3000 


May, 1955 





209 Se. LaSalle Street 
Chicago 4, Illinois 
Financial 6-1444 
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which all facets were exhaustively 
treated. 

In the interim period between the 
hearings and the executive meetings 
of the committee, the Independent 
Bankers Association (representing all 
Federal Reserve districts except the 
Twelfth) had its convention in Wash- 
ington, D.C. During the course of the 
convention, Association president Wil- 
liam J. Bryan, vice-president of the 
Third National Bank of Nashville, 
Tenn., declared that the Association 
was not interested in a compromise 
bill but would stand firm in its insist- 
ence on the Spence bill. 

At the Association’s end-of-conven- 


tion banquet, the principal orator was 
Sam Rayburn, Speaker of the House, 
who strongly favored the Spence bill, 
basing his view on the crusade which 
he himself led twenty years ago 
against the public utility holding com- 
panies. 
Mr. Rayburn’s outspoken support of 
the Spence bill is a strong boost, for 
House members, especially: on the 
majority side, tend to ponder well be- 
fore taking a position against the 
Speaker. However, the Rayburn en- 
dorsement of the Spence bill probably 
applies to the principle of regulation 
in general, and not necessarily to 
every phrase and item. Accordingly, 








It need not be too late when you discover your loss ! 


What does the past hold for your bank? Are you protected against 
losses—as yet undiscovered —that may have occurred years ago? 


You can be protected today against 
yesterday's losses! Indemnity’s 
new excess Bankers Blanket Bond 
insurance provides catastrophe 
protection for discovered losses in 
excess of a specified underlying 
amount. It applies whether the 
losses occurred before the bond 
was written or while it is in force. 


Remember, figures prove that 
embezzlements are on the increase. 





PROTECT WHAT YOU HAVE© 
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If you prefer, you can buy this 
new coverage to provide excess 
protection on employee dishonesty 
only. And it is available at re- 
duced, low rates. 


For full details on this new 
Blanket Bond coverage, see or tele- 
phone your Indemnity Company 
Agent. He will be glad to show 
you how easily it can be fitted into 
your present insurance program. 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies, which are headed 
by Insurance Company of North America, founded 1792 


Philadelphia 1, Pa. 





it appears that whatever bill the Com- 
mittee works out, if Mr. Spence will 
put his name on it, is assured of the 
Speaker’s personal favor. With that, 
its House passage seems likely to fol- 
low with little difficulty. 

The Senate situation is a little more 
obscure. However, seven of the fifteen 
members of the Senate Banking Com- 
mittee have joined in co-sponsorship 
of the bill entered by Senator Homer 
E. Capehart of Indiana. Predictions of 
what the Senate will do have a way 
of going wrong, but in this instance 
it is a reasonable appraisal that the 
Senate Banking Committee would wel- 
come the opportunity to stamp ap- 
proval on a House-passed bill. 

Meanwhile, a tail has been added 
to the bank holding company kite in 
the form of a bill by Representative 
Emanuel Celler of New York, Chair- 
man of the House Judiciary Commit- 
tee, placing all mergers involving in- 
sured banks under the supervision of 
the Federal Government. 

Mr. Celler’s anti-merger bill comes 
under the jurisdiction of the House 
Banking Committee, headed by Mr. 
Spence. The latter, already committed 
to the now-or-never drive for bank 
holding company legislation, foresees 
that success in enacting the holding 
company bill will make straight the 
path for Mr. Celler’s merger bill. 
Otherwise, nothing doing. 
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CAPITAL NOTES 











The World Bank has submitted to 
its 56 member governments its draft 
of the proposed charter of the Inter- 
national Finance Corporation, a $100 
million institution designed to make 
loans to productive enterprises needing 
medium-term capital. The key feature 
of the I.F.C. plan is that loans made 
by the proposed new institution would 
not have to be guaranteed by the 
government of the recipient country. 
World Bank loans are required to have 
government-guarantee backing. 


° 


The Federal Bureau of Investigation 
is becoming acutely alarmed over the 
rising incidence of bank robberies. 
Director J. Edgar Hoover says that 
the pace of bank robberies has reached 
“feverish proportions.”’ The number of 
major stick-ups is under control owing 
to the Bureau’s careful checking on the 
activities of persons known to be pro- 
ficient in the craft. The new rash of 
bank hold-ups appears to be the work 
of amateurs, and all the more difficult 
to control. The F.B.I. has undertaken 
a nation-wide program of law-enforce- 
ment conferences designed to aid 
financial institutions to protect them- 
selves against robbers. 
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THE DIEBOLD POST-TO-CHECK SYSTEM IS\YOUR ANSWER 


Banks no longer need face a loss on- personal 
checking accounts because fees and income 
won’t balance operating costs. The Diebold 
Post-To-Check System brings operating costs 
into profit-balance! 


The Diebold system saves up to 50% in person- 
nel and space . .. greatly reduces nurnber of 
machines. It cuts errors up to 80% .. . estab- 
lishes tighter audit controls . .. provides positive 
signature and amount verification ... improves 
customer relations. It also spreads work-load 
evenly over month by cycling statement mail- 
ings. All records are protected in the new 

“20” Diebold fire-resistive Post-To-Check 

Desk, functionally designed for efficient 
filing, referring, proving and posting. 


We can prove that Diebold Post-To-Check 
is the best system for handling personal 
checking accounts... and that operating 
savings pay for it quickly as volume ex- 
ceeds 3,000 accounts. Ask for your copy 
of the new 20-page multi-colored illus- 
trated brochure, 


Clip coupon to your letterhead today. 


Diebold, Inc. 
902 Mulberry Rd., S. E. 
Canton 2, Ohio 


Please send your Post-To-Check System Brochure. 
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THE NEW “20” 
POST-TO-CHECK DESK 


Has 1/3 more capacity . . . carries Underwriters’ 
Laboratories’ Class “C’’ label, including 


impact. Drop-swing door slides 
2 ee under body to save floor space. 
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Street 

City Zone ___. State 
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Diebold’ — 


902 Mulberry Rd., S. E. 
Canton 2, Ohio 
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No.5 in a series of discussions important to every 


Our specialized bank 
designing makes every dollar, 
every square foot count 


ow to get In planning new bank quarters, you want to know 
what you need, what your designer offers, and how 
much it will cost. That’s why so many bankers 
prefer our specialized designing techniques. We 


the most from make every dollar, every square foot count, and 


we show you how and why. 





Before we do any planning, one of our Bank 
your new quarters Analysts and an Associate Architect survey your 
bank’s operations and functional requirements in 
every department. All facts and recommendations 
are then presented to our Plans Board. Here your 
budget bank’s operations are again analyzed to determine 
whether the potential of business increase justifies 
your budget expenditures. 





Now a specialized team of architects and engineers 
starts planning proper space allocation for the most 
efficient banking operations. The design takes shape 
around the banking functions. Costs of materials, 
labor, furnishings are estimated. Estimates are 
checked against costs in your locality, and use of 
local labor and materials planned where practicable. 


Where finest quality cabinet work and special 
fixtures are desired, facilities of our own mills and 
shops—including a marble fabricating plant—are 
available. Mass-quantity purchases of materials 
enable us to pass money savings on to you in the 
form of lower costs. 





Our experience and knowledge of costs enable us to 
quote an accurate price on a preliminary proposal. 


Check our reputation and financial responsibility 
now. Whether your budget is large or small, your 
project will benefit from our specialized services. 


Headquarters: ST. LOUIS, 9tn & SmneEy STREETS 
Offices in: NEW YORK, 103 Park AvENvE 
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BECOMES NEW BANK 
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THE NATIONAL BANK OF WATERLOO, WATERLOO, IOWA 
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Without alteration of basic structure, our specialized analysis) 
and space-planning enabled us to modernize a supermarket into) 







beautiful bank quarters—and thus save expense of a new building. 





{i 
' 





; 
} 
See, ata eee 


— 


: 
- 


a 





PA 
= pei yh ie dE 





lsektigt so 





Write for full information about our services, Or Mr. J. B. Gander, President 
better still, visit us in St. Louis and see this Bank BuILDING AND EQuiPMENT CORPORATION OF AMERICA 
9th and Sidney Streets, St. Louis, Mo. 
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organization of bank building specialists in action, 


expediting each project from start to completion. Send my free copy of: “WHAT HAPPENS TO BUSINESS AFTER 
A BANK MODERNIZES.” 


Send for your aes a f= On or about______we contemplate: 
complimentary copy Me (LJstromo LlQcanrens LJirerones LI] tixrunrs 
of this new survey 
report, “What happens 
) i § to busi after a Ban rankameniqunuinalal E 
| bank modernizes.” ; City aND STATE. f 
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THERE’S NEW BUSINESS 
FOR YOUR CUSTOMERS 


Ld 




















in the 


biggest workshop 
in the world — } 
—the Delaware Valley 

















The Philadelphia National 


can help you 
get it for them. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE PERSONALITY SPOTLIGHT 











WILLIAM F. KURTZ 


Noted banker steps down. . . 


After 47 years in banking, William 
Fulton Kurtz will soon turn over active 
management of The Pennsylvania 
Company for Banking and. Trusts, 
Philadelphia, to younger associates. 

William L. Day will succeed Mr. 
Kurtz as chairman of the board and 
chief executive officer, when he retires 
June 30. William F. Kelly, executive 
vice-president, will be Mr. Day’s suc- 
cessor as president and chief admin- 
istrative officer of the bank. 

While nearing 68, Mr. Kurtz will 
continue to “keep a hand” in banking. 
He will remain a director, and will 
serve as chairman of the executive 
committee and a member of the trust 
committee of the board. But he'll have 
more time for his favorite pastimes of 
painting, fishing and hunting. 





Long a key figure in American bank- 
ing, Mr. Kurtz is a former president of 
the Association of Reserve City Bank- 
ers, and has often been called to 
Washington to advise with the Treas- 
ury on its forthcoming financings. 

Mr. Day joined The Pennsylvania 
Company in 1949, after serving as a 
partner of Drexel & Co. He was named 
executive vice-president in 1950, and 
two years later became president and 
chief administrative officer. 

Continuously associated with the 
bank’s loan functions, Mr. Kelly has 
been with The Pennsylvania Company 
since it absorbed another institution 
in 1931. For a number of years he was 
in charge of the time sales division, 
and is a recognized authority on con- 
sumer credit. More recently, however, 
he has been in charge of all the bank’s 
loan and credit activities. 


* 


Shown above is an excellent “candid” 
shot typifying the merger of The 
National City Bank of New York and 
The First National Bank, to form the 
$7,180,000,000 First National City Bank 
of New York. It pictures two princi- 
pals in the big merger: Howard C. 
Sheperd, at. right, chairman and chief 
executive officer, and Alexander C. 
Nagle, former president of the First 
National, and now chairman of the 
consolidated institution’s executive 
committee. 

The former headquarters of the First 
National at 2 Wall Street have now 
become a branch office, at which will 
be located the corporate trust facilities 
of the combined bank. 


. . . They step up to top leadership at The Pennsylvania Company 


WILLIAM L. DAY 
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WILLIAM F. KELLY 











After the merger was effected 


One of the first officer appointments 
at First National City saw H. A. Yoars 
named a vice-presi- 
dent. He joined the 
bank March 16 as 
head of the newly 
formed mortgage 
and real estate loan 
department; this is 
a part of the special 
industries group, 
comprised also of 
the petroleum, pub- 
lic utilities and 
trarisportation de- 
partments. Mr. Yoars was formerly a 
vice-president of The Equitable Life 
Assurance Society. 














H. A. YOARS 
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Directors have approved a proposal 
to consolidate the Fifth Third Union 
Trust Co. and the Lincoln National 
Bank in Cincinnati, under the name of 
the former institution. The combined 
bank will have total assets of more 
than $364 million, and will be Cincin- 
nati’s second largest. 

John J. Rowe will continue as presi- 
dent of Fifth Third. Robert A. Cline, 
board chairman of Lincoln National, 
will become senior vice-president of 
Fifth Third. L. C. Bucher, president 
of Lincoln National, will be named a 
vice-president. 


- 
Slated to be president of the Guar- 
anty Bank and Trust Company, to be 
opened in downtown Denver, Colo- 


rado, is Walter A. Woods. He has 


heretofore been executive vice-presi- 
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dent of The American National Bank 
of Denver. 

The bank will have an initial capi- 
talization of $1,025,000, along with an 
additional $235,250 that has been paid 
in cash as surplus in undivided profit. 


e 


C. Francis Cocke, former president 
of the American Bankers Association, 
has become chairman of the board of 
the First National Exchange Bank in 
Roanoke, Virginia, succeeding the late 
J. B. Fishburn. Mr. Cocke, president 
of the bank since 1938, will continue to 
serve in that capacity also. 

Mr. Fishburn, who would have been 





90 years old this fall, was one of 
Roanoke’s leading citizens. He was 
prominent as a newspaper publisher 
and philanthropist, in addition to his 
financial interests. 


° 


When John M. Wallace was elected 
treasurer of the University of Utah, 
it was merely another in a long list 
of non-banking responsibilities as- 
sumed by this highly active president 
of Walker Bank & Trust Company, 
Salt Lake City. 

Mr. Wallace has served as mayor of 
Salt Lake City, senator in the state 
legislature, president of the chamber 









No, 
we don’t 
employ 


beautiful spies! 


- - » but, we do make it our business to secure up-to-the-minute 
information about trends, conditions, and opportunities in Canada. 
You will find that many businessmen and bankers from all over 
the world get these facts from Imperial Bank of Canada, because 
Imperial keeps its finger on the pulse of the Canadian economic 
scene. So, if you are contemplating business in, or with Canada, 
write on your business letterhead to the Superintendent of Foreign 
Business, Dept. 55, Imperial Bank of Canada, Head Office, Toronto 
1, Canada and your request for information will be dealt with 


promptly and in complete confidence. 


IMPERIAL 


“the bank that sewice built’ 


Branches to Serve You Coast to Coast in Canada 
and Correspondents Throughout the World. 





of commerce, and president of the 
Rotary Club, in addition to heading 
innumerable civic campaigns and hold- 
ing many business offices. 


* 


Frank Wells McCabe has _ been 
named president of The National Com- 
mercial Bank and Trust Company of 
Albany (New 
York), succeed- 
ing Herbert J. 
Kneip who has 
moved up to 
chairman of the 
board. Mr. Mc- 
Cabe joined the 
bank in 1926. He 
has been execu- 
tive vice-presi- 
dent since 1950 
and -a_ director 
since 1952. 

Other promo- 
tions have advanced Lester W. Herzog 
to vice-president and cashier, Gordon 
W. Furlong, Prentice J. Rodgers and 
Stephen C. Main to vice-presidents. 





F. W. McCABE 
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The Union Bank of Commerce in 
Cleveland has entered into an agree- 
ment to purchase the American Sav- 
ings Bank, with payments to stock- 
holders of the latter institution at the 
rate of $2,000 per share. E. E. Herr, 
president of American Savings, will be 
in charge of the resulting branch of 
Union Bank. 


4 


Looking at the “credit” board of a 
special “irrigation train” is James W. 
Blanchard (right), executive vice-presi- 
dent of the Valdosta office of The Citi- 
zens & Southern National Bank of 
Georgia. With him is the chief oper- 
ations officer of the Georgia-Florida 
Railroad. The train toured ten com- 
munities in drought-stricken South 


Banker boards “irrigation train” 





Burroughs Clearing House 




















emmeeegttionm 
comet! 


<a 





















ut not homeless 


ee0 thanks to 
a farsighted bank! 








What a relief that foreclosure wasn’t necessary. What 
satisfaction to know that you saved a home for a fatherless child. 
And what a great forward step in community relations. 
Federal’s Mortgage Life Insurance is solving these difficult 






























| FEDE 





problems every day for more and more banks. Customers like 
Federal’s Mortgage Insurance because of its complete 
protection at low cost—just a few cents per day added 

to their monthly mortgage payment: 

Banks like the Federal Plan because it is so 
simple, so flexible. It was designed by 

bankers for bankers from almost 50 years of 
experience in the personal protection field. 

. . . Why not make the Federal Plan available 

to your customers. Write Today For Complete Infor- 
mation and Portfolio on Both Federal’s Mortgage 
Plan and Credit Life and Disability Program. 





Complete Credit Life & Disability 
Plans Also Available for Your 
Installment Loan Department. 





Federal Offers You: 


A Custom Designed Plan 
based on a careful study of 
your operations. 

Proven Customer Appeal. 
Simplified Streamlined 
Procedure. 


Complete Flexibility ‘includ- 
ing Health and Accident 
coverage. 


Prompt Service. 
All Promotional Tools. 


HIGHEST RATING 


See Best’s and Dunne’s for 
reasons why Federal enjoys 
their unqualified recom- 
mendation. 





PERSONAL PROTECTION 
SINCE 1906 
JOHN H. CARTON 
President 


HAROLD L. BUCK : 
Vice President and Manager 
Credit Insurance Division 





LIFE and CASUALTY COMPANY 


WOLVERINE FEDERAL TOWER «+ BATTLE CREEK, MICHIGAN e¢ SERVICE OFFICES FROM COAST TO COAST 
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Georgia. Mr. Blanchard, as chairman 
of the Georgia Bankers Association 
irrigation research committee, ex- 
plained the financing of irrigation 
equipment to farmers who visited the 
train. 

e 


From vice-president and mortgage 
officer, Michael J. Burke has moved 
up to executive 
vice-president at 
The Lincoln Sav- 
ings Bank, Brook- 
lyn, New York. He 
has been continu- 
ously associated 
with. mortgage 
financing opera- 





tions in the New 
York area since 


1926, and before 
coming to The Lin- 
coln in 1949 he was a vice-president of 
Manufacturers Trust Company, New 
York City, in charge of its real estate 
and mortgage department. 


M. J. BURKE 


4 


Out of nominations solicited from 
150 local service organizations, Clar- 
ence A. Beutel, president, South East 
National Bank of Chicago, was named 
“Man of the Year” for having done 
most to benefit the community and to 





Receives community award 


further brotherhood regardless of race 
or creed. The award was made by a 
B'nai B’rith Lodge, and Mr. Beutel 
is shown above receiving a testimonial 
plaque from Bishop Bernard J. Sheil. 
In the center is State Senator Marshall 
Korshak. 


we 


Two states now have new banking 
commissioners, to fill vacancies in these 
supervisory posts. 

In Massachusetts, Charles P. How- 
ard has been appointed Bank Commis- 
sioner in the Department of Banking 
and Insurance, succeeding Timothy J. 
Donovan whose term has expired. Mr. 


Howard is a trustee of the Charlestown 
Savings Bank, Boston. 

The new Commissioner of Banks in 
Minnesota is Irving C. Rasmussen, 
formerly vice-president of the Mar- 
quette National Bank, Minneapolis. 
He succeeds Charles M. Wenzel, who 
retired earlier this year. 


- 


The appointment of William H. Wil- 
cock to the post of assistant governor 
at the Common- 
wealth Bank of 
Australia will be of 
interest to his many 
banking friends he 
made during his 
overseas tour in 
1952. Previously 
staff inspector, Mr. 
Wilcock will now 
be responsible, 
among. other 
things, for the. co- 
ordination of the various administra- 
tive functions of the bank. 





W. H. WILCOCK 


* 


Central-Penn National Bank of Phil- 
adelphia last month assumed control 
of Wyoming Bank and Trust Com- 
pany through a purchase arrange- 
ment. John B. Krug, president of 
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$1,108,000,000 




















Source of figures: Bulletin No. 1146, U.S. Dept. 
of Labor, Bureau of Labor Statistics, showing 
major additions and alterations in private con- 
struction, residential building (non-farm). 


Bank’s Own Plan 


By setting your own conditions and terms and adjust- 
ing rates to the size and type of loan you enjoy greater 
operating flexibility and more profit. 


FHA Title I Plan 

Your FHA borrowers may now enjoy the same credit life and 
property insurance protection which is available to non-FHA bor- 
rowers. This forward step in serving their needs gives added 
strength to your credits and support to your FHA operations. 


Credit life insurance and property damage insurance build good will, cement 
dealer relationships and promote customer confidence, while strengthening 
your credits and easing your collections. 


How to Have Your Own Insured Payment Plan Ask to have Old Republic’s represen- 
tative call on you. His advice and counsel will be invaluable to you in obtaining maximum benefits for your custom- 


ers and yourself. Let him show you the proper procedure, rate charts, advertising materials and other tools 
especially designed for your property improvement program. 


OLDIREP 


James H. Jarrell, President 


CREDIT LIFE INSURANCE COMPANY 
HOME OFFICE: 307 N. MICHIGAN AVENUE, CHICAGO 1, ILLINOIS 


UBL 


SPECIALIZED INSURANCE SERVICE SAFEGUARDING CONSUMER CREDIT 
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Wyoming since its founding in 1923, 
has become a Central-Penn  vice- 
president. 


~ 


From vice-president, Barret S. Hed- 
dens has been advanced to executive 
vice-president at the First National 
Bank, Kansas City, Missouri. 

Mr. Heddens began his banking 
career in 1919 with the Western Ex- 
change Bank. He 
joined the Fi- 
delity National 
Bank in 1930, 
and came with 
the First Na- 
tional in 1933 as 
assistant vice- 
president. He 
was elevated to 
vice-president in 
1936. Among his 
outside activities B. S. HEDDENS 
he has been 
treasurer of the Kansas City School 
District since 1950. 

A son, Barret S. Heddens, Jr., is an 
assistant vice-president at the First 
National. 
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On June 1, San Angelo (Texas) Na- 
tional Bank will have a new president 
in Weldon M. Jones. The $26 million 
institution plans a 
widespread expan- 
sion program, and 
Mr. Jones is widely 
known for his busi- 
ness developments 
activities as a vice- 
president of Valley 
National Bank, 
Phoenix, Arizona. 
He joined that 

W. M. JONES bank in 1934 as a 

bookkeeper, and 
later served as personnel officer before 
joining the business development de- 
partment in 1947. Since then he has 
been one of the Southwest’s most effec- 
tive “salesmen.” 
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The First Wisconsin National Bank 
in Milwaukee has newly formed a for- 
eign trade division, and will open 
direct relationships with banking cen- 
ters throughout the world. Herbert A. 
Spiess, German-born president of the 
local Midwest Overseas Trading Cor- 
poration, has joined the bank as a 
vice-president and will head the new 
division. 

Up to now, the First Wisconsin has 
had a foreign trade department which 
has worked largely under correspond- 
ent relationships with other banks. The 
manager of the department, Harry 
W. Sontag, will assist Mr. Spiess. 
One factor that the bank has in 
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Whether your client is looking for a new 
factory site or a market outlet, he’ll find room 
to build—and keep building—in the 
Intermountain West, second fastest growing 
section of our country. With over 46 
years’ experience, complete banking facilities 
and an intimate knowledge of business 
in this area, Continental Bank is qualified 
to help you help your customers. 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Stree? 








Growing with the Intermountain West 
Member Federal Reserve System © Member Federal Deposit insurance Corporation 
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Interchangeable printing head 
can be installed or removed without 
opening machine. Can be kept in ma- 
chine without printing—simply by 
turning off endorser switch. A head for 
any type endorsement or stamp can 
be prepared—with complete informa- 
tion, including progressive discs for 
changing date and batch number. 


Belle Howell 


MICROFILM EQUIPMENT 
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SOLD AND SERVICED BY 


Burroughs 


Burroughs Clearing House 























automatic check endorsing! 





Only the MICRO-TWIN RECORDER: READER 
WITH NEW AUTOMATIC CHECK ENDORSER GIVES 
YOU SUCH CLEAN, FAST, EASY, ACCURATE 





CHECK ENDORSING DURING MICROFILMING 





af FASTER AND MORE ACCURATE! No need to 

x reduce speed . . . no more partial endorsements or 

4 total blanks. The new exclusive sensing device syn- 
chronizes the printing of the endorsement with the 
flow of documentsthrough the Micro-T win recorder. 
This assures you of a faster rate of photographing 
and endorsing checks because you don’t have to 
reduce speed, and a complete, distinct, individual 
endorsement in the proper position on each item. 











= Vi. CLEANER! Operator’s hands never touch an inked 
“part. Easily filled ink reservoir supplies cylindrical 
é ink pad. To re-ink operator presses a remote control 
lever that releases ink to the roll only when head is 


in printing position and in motion. This eliminates 
\ possibility of spillage when head is out of machine. 
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The Micro-Twin with automatic check endorser provides 
you with a new and better way to endorse or cancel 
checks, and to imprint other material on documents at 
the very instant they are being microfilmed. 


True, other microfilm equipment can offer automatic 
endorsement, but .. . only the Micro-Twin’s automatic 
check endorser gives you the three important exclusives 
described here. When you consider that the Micro-Twin 
provides you with a combined recorder-and-reader for 
less than you’d expect to pay for the recorder alone, it 
becomes apparent how much you can save in time and 
money with this fine Bell & Howell equipment—useful 
in so many phases of banking. 


Our local branch office, listed in your phone book, will be 
glad to demonstrate these exclusive Micro-Twin extras. 
Burroughs Corporation, Detroit 32, Michigan. 


Whenever theres business thene’ 


Burroughs | Burroughs 






“Burroughs” and “Micro-Twin" are trade-marks 


EASIER! Day, month, and batch number can be 


changed from the operator’s position without re- 
moving the endorser head, making internal adjust- 
ments, or touching any inked part. Six remote 
control buttons, externally located, can be pressed 
to move the printing discs to any desired position. 
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mind is that opening of the St. Law- 
rence seaway will make Wisconsin 
directly accessible by water from any 
part of the world, and it anticipates 
that this will greatly accelerate the 
volume of foreign trade. 
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Frederick Lynch, Jr., has _ been 
elected vice-president in charge of per- 
sonnel at the Cen- 
tral National Bank 
of Cleveland. He 
joined the bank in 
1950 as director of 
personnel, after 
serving in a similar 
capacity for the 
American Broad- 
casting Company, 
Inc., New York 

F. LYNCH, Jr. City. He has also 

been office and per- 
sonnel manager of Western Union 
Telegraph Co., in New York City. 

* 


The Robert Strickland Agricultural 
Memorial Award for distinguished 
service to agriculture in Georgia dur- 
ing 1954 was presented to The First 
National Bank of Thomson (its pro- 
gram was described in the July, 1954 
issue of Burroughs Clearing House). 
The award is sponsored each year by 
the Trust Company of Georgia, and 

















For service to agriculture 


carries a $2,000 scholarship to a college 
of agriculture in the state. 

Shown receiving the coveted plaque 
and scholarship check is Monroe M. 
Kimbrel (left), executive vice-president 
of the Thomson bank. Presenting the 
award is William N. Downs, chairman 
of the agricultural committee of the 
Georgia Bankers Association, and vice- 
president of The First National Bank 
of Macon. He pointed out that the 
winning bank had engaged in more 
than 30 activities to benefit the farm 
community. 


° 


Plans have been approved to com- 
bine the Community Trust Company 
of Bloomfield, New Jersey, with the 
National Newark & Essex Banking 


Company, Newark. Frank Shay, presi- 
dent of Community Trust, has become 
vice-president of National Newark in 
charge of the Community office. 


Sd 


Arthur L. Ganson has joined The 
Bank of California, N.A., as assistant 
manager of its 
Seattle, Washing- 
ton, office. He will 
be in charge of 
correspondent bank 
relations, business 
development and 
public relations. 
For the past four 
years Mr. Ganson 
has served as ex- 
ecutive secretary of 
the Washington 
Bankers Association. Currently he is 
serving as registrar of the Pacific Coast 
Banking School at Seattle, and as vice- 
president of the State Association 
Section of the American Bankers Asso- 
ciation. 








A. L. GANSON 
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In the commercial banking depart- 
ment at Continental Illinois National 
Bank and Trust Company of Chicago, 
Chester F. Fitzgerald, Jr., and James P. 
Johnson have been promoted to vice- 
presidents; Edward C. Dresselhuys and 
Fred W. Shewell to second vice-presi- 
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WORKS SIMPLY, 
ECONOMICALLY 


SIMPLIFIES 
INTERNAL OPERATIONS 


TUBE FILE 


EXCLUSIVE NAME 


IMPRINTS REGULAR 
PERSONAL CHECKS TOO 


“ltniftiCheck tmprinting giver banks many advantages 


ThriftiCheck provides the imprinting equipment best 
adapted to a client Bank’s volume. Our newest auto- 
matic “push button” imprinter is supplied where vol- 





Pree Imprinter Kee 

Send for our free imprinter kit 
containing sample name tube, de- 
scriptions of the name tube filing 
system and the imprinter center- 
ing and locking device — plus the 
reasons why ThriftiCheck’s on- 
the-premises imprinting for 
ThriftiCheck and Regular Check- 
ing accounts is so economical. 
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ume is heavy. In addition, ThriftiCheck also provides 
complete operating supplies and business-building ad- 
vertising materials — at no cost to client Banks. 


Only ThriftiCheck has the exclusive name tube with 
automatic centering and locking device. Simplest yet 
speediest method of imprinting customers’ names on 
personal checks for both ThriftiCheck and regular 
checking accounts. 


Thrift Check 
Successor to Bankers Development Corporation 
100 Park Avenue, New York 17, N. Y. 


Service Corporation 
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dents; W. M. Allen and R. Spicer to 
assistant cashiers. 

Joseph B. Fitzer in the operating 
department has advanced to second 
vice-president, W. H. Grove and B. G. 
Kern to assistant cashiers. A. L. Jack- 
son, Jr., is now assistant cashier in the 
bond department. 

In the trust department, Robert G. 
Mullen has been elevated to trust offi- 
cer. Newly elected assistant secretaries 
are F. J. Milligan, Jr, R. A. Sigg 
and Frank M. Wright, Jr. 


e 


May 1 marked the 50th anniversary 
of the American National Bank of 
Denver and also a half-century of serv- 
ice for its president, 
Adolph Kunsmiller, 
who started with 
the bank in 1905 as 
secretary to the 
first president and 
in 1947 became the 
institution’s third 
president. 

A feature of the 
bank’s anniversary 
celebration will be 
a unique fashion 
show of colorful American Indian na- 
tive, dress, and contemporary styles 
that reflect an influence of Indian style. 
There will also be displays of rare 
documents and mementos of Denver’s 
colorful past. and a collection of old 
coins and currency. 


A. KUNSMILLER 
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William A. Nichols, manager of 
The Hanover Bank’s West End Office 
in London, has been elected a vice- 
president. Prior to the opening of this 
office last year, he was with the bank’s 
London City Office. 


* 


From assistant vice-president, Carl 
F. Reber has been advanced to vice- 
president at Broad Street Trust Com- 
pany. Philadelphia. 


. 


Newly advanced to vice-presidents at 
Bankers Trust Company. New York 
City, are Edward T. Hetzler in charge 
of the public relations department and 
Harold P. Gundersdorf in the pension 


Upped at Bankers Trust 


E. T. HETZLER H. GUNDERSDORF 
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and personal trust department. Both 
were formerly assistant vice-presidents. 

Promoted to assistant vice-presi- 
dents are Robert S. Kraham, Craig de 
V. Simpson and Floyd Stansberry. 


Sd 


Formerly president of the Pittsburgh 
Home Savings and Loan Association, 
Raymond F. Talbert has joined the 
Mellon National Bank and Trust Com- 
pany as a vice-president and manager 
of its Washington and Claysville offices. 
He succeeds Ernest M. Furbee who has 
retired. Mr. Talbert has also been 
executive vice-president of the Penn- 
sylvania Savings and Loan League. 


George W. Hinkel has been named 
an assistant vice-president and man- 
ager of the bank’s East Pittsburgh 
Office, succeeding Roy V. Wissinger 
who is retiring after almost a _ half 
century in banking. Curtis D. Thomas, 
assistant vice-president, has been ap- 
pointed manager of the Beaver Falls 
Office, succeeding Bente S. Luce. Mr. 
Thomas joined the bank in December, 
and previously was executive vice- 
president of the Miners Savings Bank 
in Pittston, Pennsylvania. 


° 


John L. Conner, president, Southern 
Federal Savings and Loan Association 











Whatever Your Needs 
in Michigan... 


For complete correspondent service, get 
in touch with Manufacturers National. 
Our banking offices in Detroit, Dear- 
born, Highland Park, Grosse Pointe 
Woods, Van Dyke and Redford combine 
to provide you with prompt, careful 
handling of your every requirement. 


Manufacturers National Bank 


OF DETROIT 
Detroit 31, Michigan 


Member Federal Deposit Insurance Corporation 
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From a grateful Navy 


of Atlanta (Georgia), is here being 
presented with a special Navy cita- 
tion in appreciation of his outstanding 
services in connection with recruiting 
activities in the area. 

Mr. Conner is president for the sixth 
of the Navy League of the 
United States. One of the major pur- 
poses of this civilian organization is 
to interest young men of high school 
age in a career with the Navy. 
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The auditing and credit examining 
departments of the Seattle-First Na- 
tional Bank have been consolidated 


| and Carl J. Wilde heads the combined 
| . © ° , 
operation as auditor-credit examiner. 


| Mr. 
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...LET US MAKE 
METAL LETTERS FOR YOU! 


“Modern-Age” Lettering for the exterior of your 
buildings. Many standard styles to choose from — 
at prices that will amaze you. Made in all metals 
and finishes. 


Write today for our 88 page Catalog. 


SPENCER INDUSTRIES INC. 
1508 N. MASCHER STREET 





PHILADELPHIA 22, PA. 


Wilde has been chief credit ex- 
aminer, and in his new auditor capacity 


will succeed George H. Westerman 
who has retired. 
The new University Branch of 


Seattle-First will be headed by Henry 
J. Doliing, vice-president and manager. 
He has been a vice-president in the 
main office since 1943. 


aa 


Vice-President Fred Yeates, well- 
known as director of publicity of Bank 
of America, has been advanced by 
President Clark Beise to new vice- 
duties in the executive 
department at the San Francisco head 
office. Willard W. Williams has been 
appointed to succeed Mr. Yeates as 
head of the publicity department. 

Identified with its publicity activi- 
ties since he joined the bank in 1937, 
Mr. Yeates has a colorful background 
of experience in the newspaper field 
and as a screen writer and actor in the 
Hollywood motion picture industry. 


Shift at Bank of America 


W. W. WILLIAMS FRED YEATES 
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Each new day can present new problems 


Reminder to call in your man at the Irving! 


® Faced with a tough assignment? He’s your man. Call 
on him as freely as you would a member of your own 
staff. In fact, he wants to be considered just that. 


Broadly experienced himself, he has at his finger tips 
the facilities of one of the world’s largest banking or- 
ganizations . . . a global network of correspondents ... 
experts in every field of commercial banking. 
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Once you ask his help, every assignment—no matter 
how complicated or routine—rates equal priority. Your 
man at the Irving is there to give you service—is just 
waiting for you to say the word. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $124,000,000 Total Assets over $1,400,000,000 
WraM N. Enstrom, Chairman of the Board Ricuarp H. West, President 
Domestic Banking Division, Notan Harrican, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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He was writing and producing a radio 
show when invited by A. P. Giannini 
to join Bank of America. Mr. Yeates 
became asststant vice-president in 1946, 
vice-president in 1953. 


* 


From a little mining village in Wales 
to professional trumpet player to civic 
leader and vice-president of a Denver 
bank is the story of T. Arthur Wil- 
liams, who recently joined a distin- 
guished group of Rocky Mountain 
“Empire Profile” personalities featured 
in “The Denver Post.” 

Faced with a language handicap 
when he came to the United States 
at an early age, young Williams left 












school after finishing the eighth grade. 
He later played in dance bands for 
ten years, but a desire for more secur- 
ity led him to Central Bank & Trust 
Company in Denver, where he became 
a bookkeeper. 

Worried about the gap in his educa- 
tion, he took a four-year course with 
the American Institute of Banking, 
and studied business administration at 
the University of Denver. Then he 
went through high school by taking 
night classes, and was graduated at 
the age of 43. Finally deciding he 
wanted to know more about people 
and their thinking, he entered Univer- 
sity of Denver again for more courses, 
specializing in psychology. 
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check sets in the field 









We help you 
FIND 
customers 


with newspaper ad mats, car cards 
and radio spot announcements. 









We help you 
SERVE them 


We furnish all deposit slips, 
signature cards, ledgers, statements. 


More profitable for Banks 








to help you win and hold 
checking account customers 


Both CheckMaster (free book plan) and Chexcel 
(sell the book plan) now have the best looking 


Judge for yourself. Write for sample check set. 








BANK ON 


. and still cost less. 












iG We help you 
: SELL them 







with counter and lobby 
posters, folders and 
illuminated displays. 

























Vv No initial outlay for operating 
forms or merchandising aids. 
Bank pays only for personalized 
checkbooks ordered for accounts 
actually served. 










Vv Personalized plans that feature 
top quality imprinting. 
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Story of American opportunity 


















Meanwhile, he was playing an im- 
portant role in the growth of Central 
Bank, which in the past 12 years has 
mushroomed from an $8 million to a 
$96 million institution. He rose from 
bookkeeper to teller, and on up the 
ranks to a full vice-presidency in Jan- 
uary of this year. 

And, strangely, he has found time 
for civic affairs, too. In 1949 he won a 
gold cup award for having made the 
greatest contribution to the welfare 
of youth in Denver. Among his many 
other services, he has been state chair- 
man for the American Cancer Society 
for four years. 

Still, Mr. Williams takes little credit 
for himself. “It could happen nowhere 
else in the world but America, which 
is rightly and truly called the land of 
opportunity,” he observes. 
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Richard G. Macgill has been elected 
executive vice-pres- 
ident of The Tren- 
ton (New Jersey) 
Banking Company. 
He joined the bank 
in 1949 as assist- 
ant vice-president, 
coming from Bank- 
ers Trust Company 
in New York City, 
and a year later 
was named a vice- 
president. He has 
been active principally in lending func- 
tions. 





R. G. MACGILL 
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Julian M. Pinkney, a teller at The 
National Mahaiwe Bank in Great Bar- 
rington, Massachusetts, is handy at 
other things besides operating a cage 
efficiently. He and his wife were recent- 
ly featured in a long, illustrated news- 
paper feature story describing the new 
seven-room home on which they did 





Burroughs Clearing House 



















imprinted on all purchaser’s 


é Bank name and address now 
application forms. 





: Wallets with 
purchaser’s duplicate 

application forms and cheque Treoemnet =. a : ‘ 

record slip attached fats tie | S| Es See 

and carbonized — oe) } ae x Sy ar 


Net 


Application form 
completed in usual way. 


Requisition Forms 
for additional 
Travelers Cheques and 

working supplies 
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After customer signs name and 
address, snap out carbons. 
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sie : Original and duplicate applica- 
~e oe 3 tion forms detached. Cheque . 
record slip given to customer. 


, Original application used for 
settlement. Bank re- 
tains duplicate. 





Travelers Cheques 
with pockets for 

$10, $20, $50 and $100 

denominations 








Instructions for 
issuing 
Travelers Cheques 





Your Customers Benefit. Customer has less waiting Place Travelers Cheques 
time in purchase—has complete record of sale showing amount, 4 oa 
denominations and numbers of Travelers Cheques. 

Cheque record slip also lists additional facilities offered by 
American Express Travelers Cheque Service. If cheques 

are lost or stolen anywhere in the United States, the address of 
the nearest American Express office can be had 

by telephoning Western Union Operator 25. 








You Benefit. You have a compact kit containing everything 

needed to process Travelers Cheques sale including Travelers Cheques, 
wallet with purchaser's application forms and cheque record slip attached and 
carbonized, and your bank’s name and address imprinted on all application forms. 
Distribution of the sales kit is now being made. If you have not received 

your kit by April 30, 1955, please write to Mr. Olaf Ravndal, Vice President and 
Treasurer, American Express Company, 65 Broadway, New York 6, N. Y. 


AMERICAN EXPRESS TRAVELERS CHEQUES Since /89/ 


AMERICAN EXPRESS DOES MORE FOR YOU BY DOING MORE FOR YOUR CUSTOMERS. 


UUPES ESAS «SPY NEE 
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most of the interior work. Last year, 
Mr. Pinkney placed 13th out of 2,000 
entrants in a nationwide “Do It Your- 
self” contest. 

a 

There have been a large number of 
additions and promotions to the officer 
staff at the fast-growing First Western 
Bank and Trust Company. 

John Hay Leonard, formerly vice- 
president of The First National Bank 
of Portland, Oregon, has joined First 
Western as vice-president and man- 
ager of its main office in San Francisco. 

Among those who have come to the 
bank as assistant vice-presidents are 
William H. Pratt, David A. Healey, 


Robert A. Smale, Albert L. Johnson, 
Walter P. Frick and William M. Mc- 
Nabb, while Gregory Stone has joined 
the trust department as assistant trust 
officer. 

Within the ranks, J. G. Updegraff has 
been named assistant vice-president, 
A. P. Fiske and C. W. Staas, Jr., are 
now assistant cashiers, W. W. Denney 
has become assistant trust officer, and 
M. W. Klindera is assistant controller. 

* 


Frederick P. H. Siddons, vice-presi- 
dent, American Security and Trust 
Company, Washington, D.C., and pres- 
ident of the local division of the Amer- 





Exhibit 


attracted so much attention at the 


National Installment Credit Conference. 


IT IS THE MOST EFFICIENT installment loan system. 
It is economical because all necessary records are pro- 
duced at one writing. The possibility of transcription errors 
is completely eliminated. You and your customer have 


identical records. 


IT IS THE FASTEST GROWING system in the country 
today. Installations now operating in all parts of the 


United States. 


SEE HOW IT CAN SAVE TIME AND MONEY — 
write today for copies of the Accounting Packet and the 


Coupon Book. 


JOHN W. GROSS COMPANY ® HARTFORD 3, CONN. 











Cancer battler is honored 


ican Cancer Society, is shown here 
receiving the Society’s St. George 
medal for distinguished service with 
the division since its founding 10 years 
ago. 

a 


Lloyd E. Fox has joined the Dairy 
State Bank, Plymouth, Wisconsin, as 
executive vice-president in charge of 
the bank’s management. He formerly 
was cashier of the State Bank of Hil- 
bert, Wisconsin. 
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After 32 years of service with the 
examining division of the Comptroller 
of the Currency, Louis H. Sedlacek 
has resigned as chief national bank 
examiner of the 
Fourth Federal 
Reserve District to 
become a vice-pres- 
ident of The First 
National Bank of 
McKeesport, Penn- 
sylvania. Clarence 
B. Redman, assis- 
tant chief examiner 
in the Washington 
office, has been 
named as the suc- 
cessor to Mr. Sedlacek. 

Mr. Sedlacek is well known through- 
out the country, having served as 
Deputy Comptroller of the Currency 
from 1941 to 1944, and as chief of the 
reorganization division in the Wash- 
ington office during the national mora- 
torium in 1933. 








L. H. SEDLACEK 
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Gordon S. Woodworth in the mort- 
gage department at the Union Bank 
of Michigan, Grand Rapids, has been 
advanced to assistant vice-president. 
Branch managers raised to assistant 
cashiers include E. F. Clement, S. De- 
Young, D. E. Meehan and P. Robe. 


* 


James A. Bacigalupi, Jr., assistant 
vice-president of Crocker First -Na- 
tional Bank of San Francisco, has been 
appointed advertising manager. The 
advertising and business development 
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Just around the corner 
or 10,000 miles away... 


the National Bank of Detroit is ready to serve you in the automotive capital. 





STATEMENT OF CONDITION MARCH 31, 1955 




















RESOURCES 
Cash on Hand and Due from Other Banks . .... $ 383,399,033.83 
United States Government Securities SS ee a 790,652,356.04 
ORner TOGO 6. 2 es 8k Se SS SS OA a 127,387,219.73 
Loans: 
Loans and Discounts at ewe tere SE 
Real Estate Mortgages rae Be per erm 103,912,215.17 483,663,812.27 
Accrued Income and Other Siidiniieis : aha Se 9,466,496.01 
Branch Buildings and Leasehold Improvements st. a oe 7,151,731.87 
Customers’ Liability on 
Acceptances and Letters of Credit . ... 1,368,900.24 
$1,803,089,549.99 
LIABILITIES 
Deposits: 
Commercial, Bank and Savings . . . . . . . $1,529,897,367.27 
United States Government RS.) ch Be Cale ae ae ae 97,827,390.73 
Other Public Funds Re a ete 50,074,076.10 $1,677,798,834.10 
Accrued Expenses and Other Liabilities See Vir We, CP tk 17,226,305.68 
Dividend Payable May 2, 1955 pi tel: eae ae 1,125,000.00 
Acceptances and Letters of Credit ope geet 1,368,900.24 
Capital Funds: 
Common Stock ($10.00 par value) . . . . «. «. $  22,500,000.00 


Surplus... ‘ ae eas ee ee 67,500,000.00 
Undivided Profits Sits ee oe: es RC ee ee 15,570,509.97 105,570,509.97 


$1,803,089,549.99 











United States Government Securities carried at $174,258,490.06 in the foregoing statement are pledged to secure public 
deposits, including deposits of $16,450,280.34 of the Treasurer, State of Michigan, and for other purposes required by law. 











DIRECTORS 


HOWARD C. BALDWIN CHARLES T. FISHER RALPH T. McELVENNY DONALD F. VALLEY 
HENRY T. BODMAN CHARLES T. FISHER, JR. JOHN N. McLUCAS JAMES B. WEBBER, JR. 
ROBERT J. BOWMAN JOHN B. FORD W. DEAN ROBINSON R. R. WILLIAMS 
PRENTISS M. BROWN B. E. HUTCHINSON NATE S. SHAPERO BEN E. YOUNG 
HARLOW H. CURTICE BEN R. MARSH R. PERRY SHORTS 


More Friends Because We Help More People 


NATIONAL BANK 


OF DETROIT 


Member Federal Deposit Insurance Corporation 
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LAMSON SWITCH TUBE SYSTEM 


TIES DRIVE-IN TO CENTRAL BANK 





A 4” Lamson Airtube 
Automatic Switching Sys- 
1 tem runs 610’ under- 
ground to connect The 
First National Bank and 
Trust Company of Tulsa, 
Okla.with its Autobank. 


Under Oklahoma’s banking law, 
the Autobank is considered part of 
the central bank . . . not a branch, 
due to the Lamson pneumatic tube system. Autobank customers have 
checks verified and cashed in approximately 1 minute. Carriers containing 


coin, currency, checks or correspondence flow between main office and 
Autobank in 20 seconds. 


5 lb.-capacity carriers . . . as shown in above photograph . . . automatically 
discharge at pre-determined stations. All carriers on the return line dis- 
charge at the central location. 


The Lamson Airtube Automatic Switching System has helped build good- 
will, attract new accounts . . . relieve congestion at tellers’ windows. 


LAMSON now offers you an informative booklet which gives the complete facts on the 
Lamson Airtube Automatic Switching System. A copy of this booklet may prove helpful in 
the early stages of your planning for existing facilities or for a drive-in banking office. 


Mail this coupon today! 










LAMSON CORPORATION 

3525 Lamson Street, Syracuse 1, N. Y. 

Please send me a copy of “The Lamson Airtube Automatic 

Switching System.” 

Plants in Syracuse NAME Sa. ee a ae TITLE 

and San Francisco COMPANY | RD SS ee ee ee ee ee Ae Th 

Offices in. Principal ADDRESS.. 
_ CITY 
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Guide promotional activities 


activities of the bank are now under 
the general direction of Hart H. Tan- 
tau, vice-president and coordinator. 


e 


Roman Beuc, raised to assistant vice- 
president at the First National Bank 
in St. Louis (Missouri), will continue 
as head of the job evaluation and merit 
rating divisions. 

After serving as head guard for 
nearly 34 years, Jasper H. Anderson, 
better known as 
“Andy,” has re- 
tired. He is known 
to literally thou- 
sands of First Na- 
tional customers 
and has a _ photo- 
graphic memory 
for names and 
faces. He estimates 
that during his 
J.H. ANDERSON average day on the 

banking floor he 
would call at least 350 customers by 
name, and that his wrong identifica- 
tions were somewhat under one per 
cent. 
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W. O. Perlick, manager of the charg- 
it department at Texas Bank & Trust 
Company, Dallas, recently was promi- 
nently in the news, as the picture be- 
low indicates. 

As president of the Retail Credit 
Executives of Texas, Mr. Perlick (left) 
accepted for its 400 members a proc- 
lamation from Governor Allen Shivers 
declaring April 24-30 as Texas Credit 


Credit Education Week 
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Education Week. This proclamation atigeid FIORE sa een arene ; 
emphasizes the beneficial role that \ boa maa it te He 
credit plays in the economy, and the 
importance of maintaining quality P 
credit ratings. , 
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Formerly vice-president and head of 
the farm department at the First Citi- 
zens National Bank of Dyersburg, 
Tennessee, Horace Dunagan, Jr., has 
been named executive vice-president 
of the First State Bank at Caruthers- 
ville, Missouri. 


BO OMe 
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A host of leading bankers and indus- 
trialists in the area honored Harry R. 
Hosick, president, Potter Bank and 
Trust Company, 
Pittsburgh, ata 
luncheon com- 
memorating his 
50th anniversary 
with the bank. 

Mr. Hosick joined 
the institution as a 
messenger, and rose 
through the ranks ‘ to help you q 
to become president } 
in 1938. Since then, H. R. HOSICK 
Potter Bank’s de- and your customers 
posits have increased from $6 million 
to over $50 million, without benefit of | , ‘ . 
mergers and, with the exception of : fastest growing nation in the 











and here is the international bank 
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a three year period, without branches. world offers rich rewards to those \ 


Harold D. Bostock, previously vice- 
president and manager of the Santa 
Rosa office of American Trust Com- | 
pany, San Fran- . —— 
cisco, has been 
named resident 
vice-president of 
the bank’s offices in 
Stockton, Califor- 
nia. He _ succeeds 
Vice-President 
Benjamin C. Cor- 
lett, who came to 
Stockton a year , : dst : ss 
ago on a temporary H. D. BOSTOCK of Nova Scotia is equipped to give you 
basis and returns 
to the head office in San Francisco to 
resume his former duties. James B. 
Keegan succeeds Mr. Bostock, becom- 
ing assistant vice-president and man- banking and financial problems. 
ager of the Santa Rosa office. 

John C. Bovey, a senior vice-presi- 
dent at the San Francisco head office, 
retired recently after completing 50 | 
years of service. 
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| i whoseek them. Whether your clients are | 
| : 
| interested in mining, oil, gas, manu- 


facture or trade, The Bank of Nova \ 


ee rae 


Scotia can help them. 


With more than 400 branches in 
Canada, Great Britain, the U.S.A., and 


the West Indies, and with correspon- 
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dents wherever men trade, The Bank 


and your clients authoritative informa- 


tion and expert guidance on your 
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| The BANKof a @ A Partner in Canada’s 
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E. Eugene Rowe has been promoted : NOVA SCOTIA) re 
to assistant vice-president at the head : — 
office. 

* General Offices: 44 King St. West, Toronto In Cuba: Havana and 6 other branches. if 
; New York Office: 37 Wall St. In Puerto Rico: San Juan, Fajardo and Santurce, 

The promotions of Alvin W. Cowles ; London Office: 108 Old Broad St. In Dominican Republic: Ciudad Trujillo. 
to cashier and William T. Cook to t In Jamaica: Kingston and 16 other branches. And correspondents all over the world. } 
assistant vice-president are announced : 
by Broadway National Bank of Alamo ‘ 

> s as : Tr haf .oe +2, 2O%y . - _ An aI tg | — - ee at <= 
Heights, San Antonio, Texas. re “aaened : 


May, 1955 71 








NEW YORK ° 










There are more bridges across the border 





than you can see 


The Canadian Bank of Commerce has always been 
alert to the importance of active trade relations be- 
tween the United States and Canada—and aware of 
our opportunity and responsibility to help Ameri- 
can executives with interests in our country. 


Our Business Development Division and our 
Regional Business Development Departments are 
dependable sources of quick, comprehensive in- 
formation for U.S. firms on all aspects of Canadian 
industry and commerce, and the output of products 
of farm, forest, mine and fishery. They have likewise 
assisted many American business organizations to 
find suitable plant and branch locations in Canada; 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 


SAN FRANCISCO ° 


LOS ANGELES ° 
AND MORE THAN 680 CANADIAN BRANCHES 


to make proper manufacturing arrangements and 
to secure capable sales and other personnel in 
Canada—in addition to providing complete Cana- 
dian banking facilities for U. S. concerns. 


As thousands of our American customers were 
first introduced to us through their own banks in 
the United States, we especially welcome new con- 
nections established in that way. 


For further information on our facilities write to 
the Business Development Division, Head Office, 
Toronto or to our regional Development Depart- 
ments in Vancouver, Calgary, Winnipeg, Toronto, 
Montreal or Halifax. 





SEATTLE ° 


PORTLAND, ORE. 
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Central Bank Reports 
Economic Trends 

Several noteworthy trends’ in the 
Canadian economy are found in the 
recent annual report of the Bank of 
Canada to the country’s minister of 
finance. The report was made by the 
bank’s new governor, J. E. Coyne, who 
succeeded Graham F. Towers as head 
of Canada’s central bank in late 1954. 

One of the marked trends seen in 
Mr. Coyne’s report was that during 
the second half of 1954 the country’s 
banks accounted for 40 per cent of all 
insured mortgage loans, although these 
types of loans by banks were author- 
ized only last year by a change in 
Canada’s Bank Act. 

The report also showed that loans to 
industry and merchandisers, which 
rose sharply in 1953, declined during 
1954. The level of loans to both mer- 


By JAMES MONTAGNES 


chandisers and instalment finance com- 
panies was affected by the marked 
slowing down in the growth of out- 
standing consumer credit during the 
past year. Consumer credit increased 
by about $125 million in 1954, com- 
pared to $314 million in 1953. The 
level of bank loans to instalment 
finance companies was also affected 
with these companies making greater 
use of non-bank sources of finance 
during 1954. 

While banks last year were allowed 
for the first time to make loans on 
motor cars and other consumer durable 
goods, little use was made of this au- 
thority, the report pointed out. Per- 
sonal loans other than those against 
securities continued to rise in 1954, 
but at a somewhat slower rate than in 
1953. Loans to grain dealers and 
farmers showed little change in the 


Colorful crests closely identify most Canadian banks 
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Dominion Bank 


Barclays Bank (Canada) 
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year, and purchases of farm machinery 
and equipment were substantially less 
in 1954 than in 1953. 

Capital inflow from outside Canada 
was boosted largely by the operations 
of newly-formed United States invest- 
ment funds, the report stated. The net 
purchases by non-residents of out- 
standing Canadian shares increased 
during 1954, and for the year as a 
whole the purchases were estimated to 
have been about $120 million, about 
$100 million greater than in 1953. 

For the calendar year ending De- 
cember 31, 1954, the Bank of Canada 
reported a total profit of $51,877,399, 
of which $41,411,919 was transferred 
to the Canadian Treasury. 
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Canadian Banks Feature 
Coats-of-Arms 


Most of Canada’s banks have coats- 
of-arms which are used on official 
documents, in annual reports and even 
featured on bank quarters. These 
crests have come to be closely associ- 
ated with the banks by the Canadian 
population and the correspondents of 
the banks. 

Only one of the Canadian banks, Bar- 
clays Bank (Canada) uses its crest as 
do most banks in England, by hanging 
it over the sidewalk to give notice of 
the bank’s location. The crest of the 
Barclays Bank (Canada), is the same 
as that of the parent organization, the 
Barclays Group of Banks. It features 
a black spread eagle, a symbol that has 
been associated with Barclays for more 
than 300 years. 

While the Barclays Bank (Canada) 
coat-of-arms is perhaps the oldest in 
origin, that of the Bank of Montreal 
is also of ancient vintage. The Bank 
of Montreal’s crest, with Indians 
standing beside a coat-of-arms show- 
ing the beaver, rose, shamrock and 
thistle, dates back to 1845. It was 
issued in that year by virtue of a 
special charter by Jacques Viger, the 
first mayor of Montreal. The shield is 
the same as that used by the city of 
Montreal, but whether the city or the 
bank first used it is not known. 

The newest bank crest to appear in 
Canada is that of the Mercantile Bank 
of Canada which came into being in 
1953. The bank’s crest symbolizes the 
four elements, air, water, fire and 
earth. The year of the bank’s begin- 
ning is also in the crest, along with 
the Latin word “Fides,” which ex- 





73 








presses faith in the future of Canada. 

The Toronto-Dominion Bank, which 
began operation as a merger of the 
Bank of Toronto and Dominion Bank 
early this year, has not yet decided on 
a coat-of-arms. The Bank of Toronto 
previously used a coat-of-arms featur- 
ing an Indian and the figure Britannia 
on each side of a shield showing a 
beaver, part of the British royal stand- 
ard, and symbols of agriculture and 
commerce. The former Dominion Bank 
featured on its crest the coats-of-arms 
of the ten provinces of Canada with 
the name and date of founding of the 
bank. 

The Bank of Nova Scotia has a coat- 
of-arms depicting the industries of the 
province of Nova Scotia where its 
head-office is located, shipping, fishing 
and farming, with the thistles of Scot- 
land on top of a head piece from a 
suit of armour. A stag at the left 
signifies Canada and a unicorn at the 
right ties in with Scotland. 

The Canadian Bank of Commerce 
features farming and world commerce 
on its coat-of-arms which carries the 
name of the bank and the date that 
the bank was founded. The Provincial 
Bank of Canada has a beaver and 
maple leaf as its emblem. The Im- 
perial Bank of Canada uses a heraldic 
garter belt to carry its name and in 





Suburban branch’s hobby show ran for an entire month 


the center there appears a crowned 
lion on an imperial crown. 
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Hobby Show Proves Popular 


A hobby show in a suburban branch 
of the Canadian Bank of Commerce 
attracted so much attention early this 
year that it was maintained for an 
entire month. Elgin S. Turner, man- 
ager of a Canadian Bank of Commerce 
branch office in Toronto, initiated the 
idea of the show. 

A model of the sailing ship Cutty 





For the answers 


you need on Canada... 





Your inquiries on any phase of 
Canadian business will receive 
prompt attention from any of 
a w our offices 
WOANK 


10 2 MILLION CARADIAMS 









if 


Bank or MonTREAL 


New York --64 Wall Street 
Chicago: Special Representative’s Office, 141 West Jackson Bivd. 


San Francisco --333 California Street 


ne 


\ 
625 BRANCHES ACROSS CANADA + RESOURCES EXCEED $2,560;000,000 





BEAUTIFUL Hb ’ me fra | 


Your signs and posters are sure to get attention when displayed 
in these beautiful, satin-finish frames ..at home in any decorative 
scheme. Paper signs are mounted in seconds and easily changed. 
These maintenance-free frames are available for wall hanging, 
counter top or floor display. Wall frames, with hanging tabs, for 
sheet size 11’’x 14”- $3; 22’’x 28’- $6; 25’’x 38”- $8 F.0.B. De- 
troit, Mich. Prices quoted for delivery in U.S.A. 


Order Today or Write for Descriptive Folder 


- 


Floor stand. 
22” x 28” sheet 
Cat. $240, $17.50 


15209 DETROIT AVE. + LAKEWOOD 7, OHIO 





Counter or 
window display. 
22” x 28” sheet 
Cat. $151, $9.00 





Sark, famed for its service in the 
China tea trade, was displayed in the 
main window of the bank branch, with 
a card below it telling of the hobby 
show in the bank lobby. In the lobby 
there was a display of model ships and 
planes, samples of woodwork, feltcraft, 
shellcraft and needlework. 

Customers contributed samples of 
their hobby work to the show which 
kept growing and included a number 
of paintings. The displays were 
mounted on peg boards put on easels 
against the walls of the branch. 
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New Booklet 
Features Holland 


The Netherlands is featured in the 
latest in the series of booklets on 
foreign countries being produced by 
the Mercantile Bank of Canada, Mon- 
treal, an affiliate of The Nationale 
Handelsbank of Amsterdam, Holland. 
Since 1945 more than 100,000 Nether- 
landers have settled in Canada. 

“Meet Holland,” the booklet, is de- 
signed to tell North American, and 
especially Canadian businessmen some- 
thing about Holland, its government, 
cities, people, weather, etc. It goes into 
some detail on Holland’s international 
commerce, and especially its imports 
and exports with Canada; the Nether- 
lands position as a_ trans-shipment 
point for commerce with Western 
Europe and in the Benelux customs 
union; and Holland’s international 
position in the banking world. 
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Changed Interest Dates 
Canadian banks have changed the 
dates on which interest is credited to 
individual savings accounts from No- 
vember 30 and May 31 to October 31 
and April 30 of each year. The change 
was announced by the Canadian Bank- 
ers’ Association at Montreal, and was 
made so that persons building up sav- 
ings accounts to buy Canada Savings 
Bonds would not lose interest on their 
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accounts when the bonds go on sale 
on November 1. 


* 


Financial Headlines 


Canada Permanent Mortgage Cor- 
poration, head-office Toronto, early 
this year marked its 100th birthday. 
It came into being in 1855 as the 
Canada Permanent Building and Sav- 
ings Society at Toronto. Today the 
company is one of the largest in 
Canada, with a total of 13 branches in 
the country. 

The company’s latest annual report 
shows that, with its affiliated Canada 
Permanent Trust Company, it has 
combined assets of over $250 million. 


* 


The newest trust organization is the 
Halton and Peel Trust and Savings 
Company founded in March 1955 at 
Oakville, Ontario, a suburb of Toronto. 
It is the first new trust company 
chartered by the Ontario provincial 
government in 14 years. General Man- 
ager O. E. Manning has announced 
that authorized capital is $2,000,000, 
with $453,530 subscribed at the start 
of operations. The capital is to be in- 
creased to $1,000,000 paid-up capital 
by the end of 1955. Mr. Manning for 
the past few years was managing di- 
rector of the Bahamas General Trust 
Company, Nassau. 
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Personnel News 


W. A. Cameron, deputy chief of the 
foreign exchange department of the 
Bank of Canada, 
Ottawa, on July 
1 becomes chief 
of the depart- 
ment, with the 
retirement at 
that time of Sid- 
ney Turk, who 
has held the post 
since the bank 
came into being 
in 1935. Before 
joining the Bank 
of Canada, Mr. 
Turk was with the foreign exchange 
department of the Canadian Bank of 
Commerce. 

Mr. Cameron was at one time with 
the Royal Bank of Canada, and an 
exchange broker on his own before 
joining the Bank of Canada at Mon- 
treal in 1935. 

Peter Watt, also with the Bank of 
Canada since 1935, has been appointed 
the bank’s foreign exchange represen- 
tative at Montreal. J. C. Fraser, who 
has also been with the Bank of Canada 
since 1935, has been appointed the 
bank’s foreign exchange representa- 
tive at Toronto. 
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You can’t go wrong on this guaranteed* 
desk set... with its giant ink fountain-base 
that automatically fills the pen and keeps it 
ready to write a full page or more when- 
ever you take it from its socket. 


7 30-DAY MONEY-BACK TRIAL OFFER 


Your regular dealer will be glad to 
let you try one of these fine Model 444, 


Self-Filling Desk Pens on your own desk 
for 30 days with the understanding you 
can return it for a full refund if you 
don’t agree it’s the best you’ve ever used. 





MODEL 444 


CHOOSE THE RIGHT 
POINT FOR THE WAY 
YOU WRITE...BY NUMBER 


=. 
2556 
CB. 
2550 
Medium stul 
9314M 
Carlen 


(Also public counter use) 


9460 


9550 


brintal wilt 
2668 


® DESK 
PEN 
SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 


COPYRIGHT 1955, THE ESTERBROOK PEN COMPANY 
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) New Guides 


from the HARRIS Trust 


They explore some subjects of interest to 
all bankers ... and they’re free on request 


 ? —— fet be 


Fresh from the presses, these three new publica- 
tions were developed by specialists on our staff, 
as an informative service to Harris Bank cus- 
tomers. Each of them answers questions we re- 
ceive frequently. 


We believe the information in 1 these publica- 
tions will also be useful to you and your cus- 
tomers. So, we are pleased to make them avail- 
able to you—without cost or obligation, of course. 
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OUR PROFIT-SHARING AND PENSION PLANS 


A summary of one of the pioneer plans in the field (Harris 
Trust first adopted profit sharing in 1916) and how it has 
been developed for permanence and flexibility. 


HOLIDAY IN EUROPE 


Written by John A. Sparrow, Manager of our Foreign 
Department, who has traveled annually to Europe for 
the past twenty-five years. Tips on managing ‘“‘the little 
things” that make the trip a delightful experience. 


BUSINESS AND MONEY MARKET REVIEW AND OUTLOOK 


A summary of current and prospective business condi- 
tions, with graphic treatment of Production, Prices, Ex- 
penditures, Unemplayment and Wages, Money Market, 
Profits, and Interest Rates. ~ 





If you’re interested in any or all of these book- 
lets, write us and we’ll see that you get copies. 


and Savings BANK 


5 W. MONROE STREET, CHICAGO 90 





Member Federal Reserve System... Member Federal Deposit Insurance Corporation 
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THE BOOKLET COUNTER 








How The Bank helps me, and 
Mother and Dad and the neigh- 
bors, too . . . The contents of this 
booklet are as intriguing as its title. 
The booklet was developed by a bank 
in Iowa for use in connection with its 
lectures on banking in local school 
rooms. Although its language is ele- 
mentary and is directed to lower grade 
school children, the booklet makes in- 
teresting reading for adults as well. 
It puts across in an effective way the 
services the bank has to offer, and how 
they-are offered to the family mem- 
bers, businessmen and farmers. The 
producing bank has had good results 
from sending this booklet by mail to 
its regular customers. 


How A Bank Uses Radio... In 
this reprint of a speech, the vice- 
president and advertising manager 
of a leading Georgia bank discusses 
informally how his bank went about 
doing research to determine the pres- 
ent-day scope and value of radio ad- 
vertising for banks; and tells how the 
results of that research were used to 
develop a complete, well-rounded bank 
radio advertising program. Finally, he 
tells the benefits derived from his 
bank’s advertising by radio, and com- 
pares the relative merits of radio with 
other media. Many valuable tips for 
other financial institutions are con- 
tained in this speech. 


Bank Credit for Broiler Produc- 
tion . . . A thorough study of bank 
credit for broiler production in five 
Southern states is contained in this 
farm bulletin of the Federal Reserve 
Bank of Atlanta, Georgia. The infor- 
mation it contains was assembled and 
evaluated by the vice-president in 
charge of research for the Atlanta 
Fed, and it will be of value in other 
farm areas for purposes of study and 
comparison. The bulletin discusses the 
credit sources of broiler producers and 
feed dealers, the recent changes in 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 
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Of interest to country bankers 


cash receipts from broiler production, 
the number of broilers produced and 
prices received, and the type and ex- 
tent of capital loans made by banks. 


Staff Handbook .. . Informality of 
style and intriguing cartoon drawings 
give this bank staff handbook an extra 
sparkle. Its brief paragraphs quickly, 
clearly describe the services of the 
bank, what the employee can expect 
from the bank, and what the bank 
expects from the employee. Banks and 
other financial organizations that are 
considering the design of a new staff 
handbook, or the revision of an old 
one, may well benefit from an exam- 
ination of this offering. 


A.B.C.’s of Retirement Plans... 
Because it is difficult for businessmen 
who are interested in employee retire- 
ment plans to find comparatively 
simple, non-technical material on the 
subject, a large Dallas, Texas, bank 
produced this booklet to give a quick 
insight into the two basic types of 
plans, profit-sharing and pension. The 
booklet discusses the advantages, 
methods used, benefits accorded, and 
tax advantages of the plans. 


Anniversary Publications .. . 
Financial institutions are always in- 
terested in new publication ideas for 
commemorating their anniversaries. 
Here are two such publications, one 
produced by a Sarasota, Florida bank, 
and the other by a bank in Fond du 
Lac, Wisconsin. The Florida bank 
chose to print an 8% x 11 brochure. 
Simplicity itself, the brochure’s. in- 


teresting drawings and messages lead 
the reader through the bank, tell some- 
thing of its history and services, and 
feature a cutaway diagram of the 
bank’s departments. The Wisconsin 
bank elected to publish a 20-page 
tabloid-size newspaper supplement. In 
it the bank’s growth and history, 
along with that of the city, are traced, 
in writing and pictorially. Both the 
booklet and the supplement are ex- 
cellent examples of anniversary ad- 
vertising. 


Record Keeping Equipment. . . 
Actual installations of record keeping 
equipment in banks are illustrated in 
this catalogue of a leading equipment 
manufacturer. It features systems de- 
veloped by the company for bank cen- 
tral files, bookkeeping department, 
signature cards, check filing, and for 
other applications. 


Your Company and You... An 
interesting approach to the problem of 
employee indoctrination is demon- 
strated in this employee booklet pro- 
duced by a large midwestern consumer 
finance company. Its illustrated, easy- 
to-read pages describe the organiza- 
tion and functions of the company and 
its branch system, and give a short 
history of consumer credit, as well as 
percentage tables on “who borrows” 
and “why people borrow.” It then out- 
lines the company’s employee policies 
and benefits. This offering provides a 
good example, suggesting ideas to any 
financial organization that is consider- 
ing the publication of an employee 
handbook. 


Suggests handbook ideas 
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SPEED AND SERVICE 


ECKS AND DRAFTS 





r IN COLLECTING CH 
You Benefit By: 


V Quick Conversion of Items to Cash 
id Items 


J Early Return of Unpat 
J Reduced Credit Risks 


We Offer: 3 
V Specialized Clearing and Transit Service : 
Round-the-clock Check Collection Processing 


| Saturday Operation 
Se ifed Cash Letter Preparation 
Accelerated Availability Schedule 


Branch Offices 


j a" 
Direct Routing Serv ice 
sh Collection Service 
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im Use of Air Transportation 


a 
\ 
. 
\ 
: 
N 


¥ Maximt 


94 BANKING OFFICES SERVING NORTHERN CALIFORNIA 
HEAD OFFICE: SAN FRANCISCO 
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Statement of Condition 
March 31, 1955 














RESOURCES 


Cash on Hand and in Banks $ 
U. S. Government Obligations 

State, County, and Municipal Bonds 
Other Bonds and Securities 

Stock in Federal Reserve Bank 

Loans and Discounts : 

Bank Premises and Equipment 

Other Real Estate 

Customers’ Liability under Acceptances 


Accrued Interest Receivable and 
Other Assets 













258,206,381.94 
417,885,164.05 
64,277,217.46 
24,77 1,889.89 
1,789,500.00 
637,911,048.67 
12,192,934.71 
1.00 
1,001,438.59 


11,711,780.09 








Total Resources 


$1,429,747,356.40 


LIABILITIES 


Deposits 

Acceptances Outstanding 
Reserve for Unearned Discount 
Reserve for Interest, Taxes, etc. 
Other Liabilities 


Capital Funds: 
Capital Stock 
Surplus 
Undivided Profits 


Total Liabilities 


$1,322,020,712.84 
1,138,863.59 
9,399,799.05 
12,403,926.15 
6,935,020.57 


22,250,000.00 
37,400,000.00 
18,199,034.20 
$1,429,747,356.40 





United States Government and other securities carried at $174,173,781.46 are pledged to secure U. S$. Government 






Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


Member Fedcral Deposit Insurance Corporation 
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COURT DECISIONS 








By FREDERICK C. FIECHTER., Jr. 


Member of the Bar of Pennsylvania and ‘of Florida, 
and admitted to practice before the Supreme Court of the United States 


Right to Recover 
Loss by Forgery 


In Michigan recently the husband 
of a woman bank depositor forged her 
signature on checks drawn on her ac- 
count. To conceal the forgery, the 
husband later intercepted the bank’s 
statement of account. 


“Receipt is hereby acknowledged of 
a copy of the above assignment, and 
said assignment is accepted_this 28th 
day of August, 1952.” 


it was not liable to the bank under 
the assignment since a counterclaim 
or “set-off” action might exist between 
the foundry and the drilling company. 


Later, the bank sued the foundry for 


As its defense, the foundry cited the 
the $2400. The foundry contended that 


pertinent statute which reads: 





The depositor sued her bank to re- | 


cover, whereupon the bank set up as 
its defense a Michigan statute which 
reads: “No bank shall be liable to a 
depositor for the payment by it of a 
forged or raised check unless within 3 
months after the return to the deposi- 


tor of the voucher of such payment | 


such depositor shall notify the bank 
that the check so paid is forged.” 
Despite this section of the law, how- 
ever, the state’s supreme court, sus- 
taining a lower court, ruled that the 
woman depositor could not be denied 
the right to recover, even though she 


had failed to give the notice required | 


under the statute. 


The court found the facts to be that | 
the depositor never received the can- | 


celled checks, 
meant actual delivery. Even though 
the bank’s: signature card had an 
agreement on its back to the effect 
that notice could be given by mail or 


and that the statute | 


newspaper, the court expressed the | 
thought that publication of all the | 


checks that the woman had received 


was too outlandish an idea to be con- | 


templated in the notice that was re- 
quired. 

Since the depositor was not negli- 
gent, said the court, she was entitled 
to an opportunity actually to examine 
statements and cancelled checks re- 
turned to her before being charged 
with the duty of giving notice to her 
bank. 

Benge Vv. .....--- Bank 67 N.W. 2d 721 
(1955) 
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Importance of a Debt- 
Assignment Acceptance 


A foundry company in Kansas be- 
came indebted to a drilling company 
for approximately $2400, and the 
drilling company assigned the account 


receivable to a bank for the same 


amount. To acknowledge notice of the 
assignment, the foundry president 
executed the following “acceptance.” 
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BLACK BEAUTIES 
in GLAZED PORCELAIN 
with 1-2-3 or 4 Pens 
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PERPETUAL CALENDARS 


In Bronze or Chrome Single or Double Face 
Write for Literature CONVERTIBLE 
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1ONAL STEEL COMPANY 
G DOOR DIVISION 
Street, Evansville 7, 
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complete entrance- | CS ae 


International Revolving Door Entrance, 
recently installed by Northern Federal 


Savings and Loan 
Paul, Minn. 


Association, 


ALWAYS CLOSED 





St. 


Indiana 


ersonal co 
Planning Manval: 


zone_ STATE___— 





COMPARATIVE TESTS... 


conducted in as many different 
entrances, best show how revolving 
doors assure big savings on cleaning 
and redecorating costs. In all build- 
ings but those with revolving door 
entrances . . . whether a one-story 
taxpayer or a multi-story skyscraper 
... the inrush of outside air was al- 
ways at least 40 times greater. 


This means dust, dirt, and grime 
accumulate quicker — over 40 times 
faster by conservative estimate — 
swept in with drafts through swing 
doors. And that means money out 
of pocket, for more frequent paint- 
ing and redecorating .. . . for more 
counter-spoiled merchandise in re- 
tail establishments. Overhigh over- 
head goes down fast when revolving 
doors go into service! 


There are many more ways re- 
volving doors pay their cost many 
times over. Mail coupon for details. 


See Sweet’s Architectural File 


REVOLVING DOOR ENTRANCE DIVISION 
2054 EDGAR ST. 


EVANSVILLE 7, IND. 


COMPANY 





















“When cross demands have existed 
between persons under such circum- 
stances that, if one had brought an 
action against the other, a counter- 
claim or set-off could have been set up, 
neither can be deprived of the benefit 
thereof by the assignment .. .” 

This defense was successful in a 
lower court. However, in its appeal the 
plaintiff bank argued that the added 
element of an acceptance of the assign- 
ment induced the bank, as assignee, to 
believe that the obligation would be 
met, and that the debtor thereby 
waived the right to avail himself of a 
set-off against the assignor. 

The Supreme Court in Kansas re- 
versed the lower court and ruled that 
by accepting the assignment, the 
debtor had, in fact, advised the bank 
that the debtor owed the debt and 
would pay it when due, and therefore 
was not in a position to claim a set-off. 
Security State Bank of Great Bend v. 
Midwest Foundry, 277 P. 2d 629 
(1954) 
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Conditions for the 
Acceptance of Drafts 


When a draft is presented for ac- 
ceptance, the general rule is that the 
drawee of the draft will be allowed 
24 hours to decide whether or not he 
will accept. If the drawee refuses to 
accept at any time during the 24 
hours, the holder need not wait for 
the expiration of the period, but may 
consider that the draft has been dis- 
honored. 

In an Arkansas case involving such 
presentment and acceptance of drafts, 
as well as the decision as to who the 
drawee actually was, it was shown that 
the holder had actually authorized the 
drawee bank to retain sight drafts for 
longer than 24 hours, and that there 
was no refusal on the part of the 
defendant banks to return the drafts. 
The drafts were made payable to their 
holder for the purchase of trucks. 

These were the findings of the 
United States Court of Appeals, 
Eighth Circuit, which affirmed the 
U.S. District court for Western Ar- 
kansas. 

The courts found: 

1. That the purchaser of the trucks 
was in fact the drawee of the drafts 
and the defendant banks were merely 
his agents for collection. 

2. Even assuming that the banks 
were the drawees of the drafts and 
retained them over 24 hours, they did 
not thereby become acceptors because 
under Arkansas law a refusal to re- 
turn a bill means a wilful refusal and 
in the present case there was no such 
wilful refusal. 

3. The defendant banks as collection 
agents of the holder were not negli- 
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Sounds the alarm... 















The fire alarm stands ready to call help around the clock... 
just as safety paper is a built-in alarm that instantly warns of 
check tampering. You give your depositors this automatic 
protection when your checks are lithographed on La Monte 
Safety Papers. You give them, too, the pride of using a 
quality product and the feeling that you value their patronage. 
Choose now from the several fine brands of La Monte Safety 
Papers. Samples will be furnished by your lithographer or 
by us direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 







——— itself. Such 1npiviwuALizeD check paper provides maximum protection 
é = against both alteration and counterfeiting—makes identification positive. 
eae 


THE WAVY LINES @ ARE 
A LA MONTE TRADE-MARK 
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SPEED POSTING — 


ONE OF SIX fe Fesute ARRANGEMENTS 
WITH WHICH BANKS ARE OBTAINING 







MAXIMUM POSTING 
AND PROVING 5 
EFFICIENCY... 






The arrangement shown at left requires 
approximately 101% square feet for 
the average machine and desk. Addi- 
tional free space required provides a 
complete work station in only 20 square 
feet. Other benefits you receive are 
Fire Protective Point-of-Use Storage, 


| WORK SPACE | Increased Efficiency, and Greatly Im- 


proved Morale. 


and... REGARDLESS OF THE POSTING 
PLAN YOU USE... fe Febute 
HAS AN ARRANGEMENT THAT 
WILL WORK BEST FOR YOU! 












WRITE FOR OTHER ARRANGEMENTS AND COMPLETE INFORMATION: 
CEDAR RAPIDS, IOWA 
| would like your brochure 


e e oc * © ” 
& “Getting the Most From 


32- Page ihocwune 
< IDEAS Modern Bank Posting Equipment." 
4 WE POST: [] DUAL [] SINGLE [] OTHER 


’ NAME 
BANK NAME 
oe WITH HANDY — 
FLOOR PLAN KIT CITY _ STATE 























gent in attempting to collect Pome 
of the drafts. 

4. The plantiff-holder failed to prove 
any damages resulting from any ac- 
tion or inaction by the banks. 

The act in question in the case pro- 
vided for liability only where the 
drawee destroyed the bill, or refused 
within 24 hours after its presentation, 
or within such other period as the 
holder may allow, to return the bill 
accepted or not accepted to the holder. 

The purchaser of the trucks had be- 
come bankrupt and therefore the 
holder (vendor of the trucks) was at- 
tempting to recover from the banks 
almost $29,000. 

Safety Motors, Inc. v. Elk Horn Bank 
and Trust Company, 217 F. 2d 517 
(1954). 
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Practice of Law 


A bar association in Arkansas re- 
cently brought suit to enjoin a na- 


’ tional bank from engaging in unau- 


thorized practice of law. The high- 
lights of the state supreme court’s 
ruling in the matter were that em- 
ployees of the bank who were licensed 
attorneys could not appear for the 
bank in its fiduciary capacities, but 
that the bank could prepare inven- 
tories and accounts relating to estates 
for which it acted as fiduciary. 

Other principles enumerated by the 
court were that corporations cannot 
practice law. An individual can prac- 
tice law for himself. A trustee or per- 
sonal representative does not act for 
himself. Invoking the process of a 


| court of record amounts to practicing 
| law. The practice of law is regulated 
| by the judiciary. 








Arkansas Bar Assn. v. - - - Bank, 273 
S.W. 2d 408 (1954). 


° ° od 


False Entrys, Evidence of 
Fraudulent Intent 


The fact that a false entry has been 
made in the records of a national 
bank, is in itself, prima-facie evidence 
of intent to defraud, according to a 
holding of the United States Court of 
Appeal Ninth Circuit. 

A promoter, thinking he needed a 
legitimate bank account to influence 
prospective investors, had a bank em- 
ployee open an account with an actual 
initial deposit of $200. The promoter 
was given a signature card, which he 
filled out and returned to the bank 
clerk. He was also given a passbook 
showing a deposit of $200 and a sav- 
ings ledger card was opened, showing 
a deposit of $200. Then, however, the 
bank employee made an entry of $10,- 
000 on the savings ledger card for 
which he received no money and made 
no savings deposit slip. In the next 
two weeks, the promoter made with- 
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-N Drive-in branch, The Farmers 
Present Bank Building National Bank, Ephrata, Penna, 


New Building 

New Drive-in Window 

Tio to « Modern Problem 
) New Night Depository 


Check Desk 
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Increased services and more business volume 
have created new problems for today’s financial institution. 


These can be solved best by financial building specialists. They can create a design 
to attract new customers ...and a working plan to help you serve them easily. 


We are equipped to handle all of your new construction or renovation requirements. 


Write today. Learn first- 
hand what our years of 
specialized experience 
can do for you. 











PHILADELPHIA ¢ 1225 Vine Street 


LOS ANGELES « 727 W. 7th Street 
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Craig Post-All operated 
in the Craig-Mosler File, 
provides more benefits 
than any other system for 
controlling instalment loan 
accounts. For complete 
information write for the 
POST-ALL brochure, or 
phone Danvers 1870. 
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fire protection, impact, burglary, etc. 
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drawals of $100, $2,000 and $7,000. 

Inasmuch as the bank was a member 
of the Federal Reserve System, the 
promoter was indicted for conspiring 
to commit an offense against the 
United States by having an employee 
make a false entry with intent to -in- 
jure and defraud the bank. The pro- 
moter contended that the foregoing 
evidence, was not sufficient to support 
a verdict against him. The Court, 
however, found that he was a principal 
to the same extent as though he actu- 
ally had made the false entry. 

The United States dismissed the 
charges against the bank employee, 
who testified on behalf of the govern- 
ment. In this, the Court held that 
.,voluntary dismissal of an indictment 
against a co-conspirator from the evi- 
dence established to be a party to the 
conspiracy was different from the dis- 
missal of an indictment against a co- 
conspirator because there was insuffi- 
cient evidence of his participation. 
Phillips v. United States, 218 F. 2d 
385 (1955). 


UPDATING SERVICE 
CHARGES 


CONTINUED FROM PAGE 35 
creased income, Mr. Welman said, 
was the favorable customer reaction 
to the fairness of the plan and the 
elimination of the flat, or float, charge 
made for out-of-town checks. In many 
instances, he added, charges to the 
better accounts were reduced or elimi- 
nated in line with balances and the 
service received. 

Mr. Kinsey noted that in his bank, 
the simplified analysis plan was put 
into effect during 1946. The plan in- 
creased his bank’s income from service 
charges by approximately 50 per cent, 
he stated. 

Next to come up was the experience 
of the banks in Rochester, Minnesota 
which have all been on A.B.A. simpli- 
fied analysis for nearly 9 years, with 
the exception of a 6 year break in one 
bank’s record. 

At the outset, in considering the 
change to the A.B.A. plan, the three 
banks faced. what looked like a difficult 
situation in the elimination of float 
charges. The fact that the Mayo Clinic 
was bringing some 250,000 visitors 
with out-of-town checks each year to 
Rochester made the float charge look 
like a very important item of revenue. 
As the banks went further into the 
then-new plan, however, they found 
there was something more to the 
story. They found they were not quite 
making up in float charges what they 
were losing in the excessive earnings 
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for Field Warehousing... 


and Be Sure! 


Loan OFFICERS everywhere consider a Lawrence Field Warehouse 
Receipt as much a synonym for “security” as a Certified Check. They 
know that $1,000,000 in legal liability and fidelity bonds — in each of 
more than 2500 Lawrence Field Warehouse locations—are back of every 
Lawrence receipt. 


And these bank officers like the way Lawrence does business. The 
Lawrence IBM Commodity Collateral Report, for example, is electron- 
ically compiled to keep loan officers always informed on current inven- 


tory values. It also reduces the cost of servicing loans. 


Specify Lawrence—and be SURE! 
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NATIONWIDE FIELD WAREHOUSING 
37 Drumm Street, San Francisco, California 


100 N. La Salle Street, Chicago 2,111. © 79 Wall Street, New York 5, N.Y. 
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contains each 


the economic digest, 
week a survey of the current busi- 


ness climate, articles dealing with 
specific aspects of commerce and in- 
dustry, and a statistical summary of 
commercial and industrial activity. 
Impact has been depended on for years 
by the most valued customers of. lead- 
ing commercial banks. 

A letter will place your name on our 
mailing list for a few specimen copies. 


IMPACT 


THE ECONOMIC DIGEST 


New York 6 N. We 
A Business News Associates Publication 


149 Broadway 
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PECO—McClintock Chime Clock 
GOOD WILL ADVERTISING AT ITS BEST 


“A' Vault Aiarm 


O 


O 


PECO—-Grade 
PROTECTING BANKS FOR 49 YEARS 


PECO—Automatic Vault Ventilator 
PROTECTS LIVES FROM LOCK-IN 


PECO—WNite-N-Day Depository 
A PROFITABLE COMMERCIAL SERVICE 


PECO—Envelope Sreery 
24-HOUR GOOD WILL SERVICE 


PECO—Pneumatic Auto Banker 
LIGHTNING CURB SERVICE 
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OLVE oa PROBLEMS 


PECO—Welk-Up Wicket 
HIGHLY APPRECIATED PEDESTRIAN SERVICE 


[]) PECO—Automatic Hydraulic Sewer Valve 
PROTECTS RECORDS AGAINST FLASH FLOODS 


C) Vault Doors 
(C Safe Deposit Boxes 


PROTECTION EQUIPMENT - 
COMPANY, INC. 


2922 Emerson Avenue South 
Lake Street Branch P.O. Box 96 
Minneapolis 8, Minnesota 
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Without obligation, please send me full in- 
formation on the items checked above. 


Signed 





TD cccngecssteencnases 














credit, as represented by the number 
of checks per unit of balance, and the 
low item rates they were charging 
under their measured service plans. 
With the revenue picture cleared up, 
it was easy for the banks to contrast 
the equities of the new plan with the 
inequities of the old. 


HE result has been that two of the 

banks since September, 1946, and 
one for a part of that period, have been 
receiving a satisfactory income from 
their service charges. It is significant 
that this has been true for the nearly 
nine-year period, most of which has 
been marked by sharply rising costs. 

It is equally significant that service 
charge complaints are few and far 
between. This was born out just the 
other day by a comment by Orval U. 
Habberstad, president of the Union 
National Bank, and a member of the 
A.B.A. Bank Management Commis- 
sion, that he had not heard any com- 
ment on service charges by customers 
for many months. This was confirmed 
by the bank’s Vice- President E. H. 
Lundquist. 

Similar praise for the A.B.A. plan 
has come from the Olmsted County 
Bank and Trust Company, even though 
the bank has used the plan only part 
of the time. Vice-President Arthur 
Cunningham and Assistant to the 
President P. P. Henning recall that 
the plan was first adopted in 1946 
and used with good results for some- 
thing over a year, then dropped. In 
January, 1952, L. J. Fiegel came into 
the bank as the new president. Early 
in 1953, he initiated a study of check- 
ing account costs and on July 1, 1953, 
re-introduced the A.B.A. plan. At first 
he says he had some complaints from 
customers, but the fact that the bank 
was able to show its cost figures made 
it very easy for the bank to explain 
the new charges. 

Our bank also can report very 
satisfactory results for the entire 
period. In our bank much of the oper- 
ation of the plan and its explanation 
to customers has been under the direct 
supervision of Vice-President and 
Cashier E: A. Cegal and Assistant 
Cashier Carl Frank. They find no diffi- 
culty explaining the plan to new cus- 
tomers or handling the inquiries of 
older ones. Actually, service charges 
long ago ceased to be much of a 
problem for us. 

All of the Rochester banks are using 
maintenance charges, earnings credits, 
and per item rates that fall in the 
median classification. Nonetheless, 
their service charge revenue is above 
the national average. 

Turning from the discussion of 
revenue, the round-table group took 
up the question of the banks that 
seemingly might profitably give con- 
sideration to changing from their 





present plans to the simplified analysis 
program. Members of the commission 
admitted frankly that the main pur- 
pose of the study was to try to catch 
the interest of these banks and to 
broaden further the use of the A.B.A. 
plan. 

Heading in this direction, the group 
gave its first attention to those banks 
now using the metered, measured and 
flat types of service charge plans. 
Despite the wide variation in these 
plans, most of them are based either 
on balances alone or on balances and 
the number of checks written. In 
many cases these plans likewise in- 
clude arrangements for making float 
charges. 

Members of the group agreed that 
the point they would like to make on 
these plans was that almost without 
exception they result in penalizing 
either certain customers or more than 
likely the bank itself. In the case of 
the flat fee charge, it was most apt 
to be the bank. With measured 
charges, some customers, as well as 
the bank, were certain to be penalized 
respectively because there is no earn- 
ings credit against float charges and 
there is a disregard of deposit activity. 

The meeting also took occasion to 
discuss some 1800 other banks that 
the group felt might profitably con- 
sider adoption of the A.B.A. plan. 
These are banks collecting exchange 
charges on “on us” checks presented 
through the mail. It was the general 
opinion that while these banks in 
some cases also make use of older 
service charge plans that it was quite 
likely that the A.B.A. plan would have 
much to offer them by comparison. 

Still another group was under dis- 
cussion as the meeting came to ad- 
journment. This group consists of the 
branches of the bigger banks and the 
number of them now giving serious 
consideration to the program marks 
a new trend for simplified analysis. 


N conclusion, I should like to ex- 

press my opinion that the service 
charge committee of the Country 
Bank Operations Commission has 
done an outstanding job on the 
new study and manual. It should be 
thought-provoking for the many banks 
that are still looking for a service 
charge plan that is fair to all groups 
of customers, that is simple to operate 
and that is fair to the bank. 

The full membership of the Cost 
Analysis and Service Charges Com- 
mittee is made up of the following: 
Robert S. Kinsey, chairman; Hazel 
Gallagher, president, Tulare County 
National Bank, Visalia, California; 
Leon G. Harmon, cashier, First Na- 
tional Bank, Riverton, Wyoming; Mel- 
vin C. Lockard, president, First Na- 
tional Bank, Cobden, Illinois; George 
H. Neill, president, The First National 
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Your ‘personal representative” 


A PECO-McClintock Chime Clock on the front of your 
building will reach out over the clanging noises of your 
busy streets and, with the pleasing notes of the old familiar 
Westminster Chimes, will make your institution the most 
appreciated landmark in your entire community. 

If you are located within the confines of the block it will 
put you “on the corner.” If you are on the corner already 
it will dominate the entire community—four ways. 

The PECO-McClintock Chime Clock is more than just 
a clever piece of advertising. It is a ‘‘personal representative” 
of your institution. Its kindly faces pass the time-of-day 
with everyone within seeing distance, and its chimes add 
their friendly voices every fifteen minutes to tell of your 
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desire to serve each passer-by. Best of all—these great 
clocks are absolutely ExcLusive. They cannot be dupli- 
cated by a competitor; for we sell but one in a town or 
community. 

To become known as “THE BANK WITH THE CHIME 
CLOCK” is a distinction coveted by more and more banks. 
Probably you, too, have been promising yourselves one 
of these famous Chime Clocks which have been serving 
communities in every State in the Union for more than 
forty years. They are built fora lifetime of service and are, 
truly, the least expensive of all advertising mediums. 

Drop us a line and we will give you complete information 
without obligation. MORE THAN 20 DESIGNS AND SIZES. 


AN EXCLUSIVE PRODUCT OF 


PROTECTION EQUIPMENT COMPANY ine, 


2922 EMERSON AVENUE SOUTH - 


LAKE STREET BRANCH + P.O. BOX 96 


MINNEAPOLIS 8, MINNESOTA 
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Here’s a pattern many progressive 
bankers are following when a manufac- 
turer or wholesaler asks for a loan. 

They suggest the Douglas-Guardian 
Plan for borrowing on inventory. Under 


this Plan, we issue warehouse receipts 
to your bank for the customer's mer- 
chandise which secures the loan. Result: 
The borrower gets the cash he needs. 
Your bank makes a loan, a profit and 
a friend. And, of course, Douglas- 
Guardian has the opportunity to serve 
you both. 

For more detailed information, phone 
or write our nearest office. 


DOUGLAS -GUARDIAN 


WAREHOUSE CORPORATION 


Executive Office: 118 North Front Street, 
New Orleans I, Louisiana 


NEW YORK 4, N.Y., 50 Broad St. 

DETROIT 26, Mich., Penobscot Bldg. 

SAN FRANCISCO 3, Calif., 785 Market St. 
SPRINGFIELD, Mo., McDaniel Bldg. 
CHICAGO 2, Ill., 173 W. Madison St. 
DALLAS |, Texas, Tower Petroleum Bidg. 
LOS ANGELES 14, Calif., Garfield Bldg. 
ATLANTA 3, Ga., Hurt Building 

16 other convenient offices 















Bank, Sonora, Texas; Fred B. Post; 
and James G. Thompson, Jr., presi- 
dent, First National Bank, Middle- 
burg, Pennsylvania. 


& - * 
CONTINUED FROM PAGE 42 
ably furnished customers’ lounge just 
inside the door serving the parking 
lot. At one end of the lounge is a 
desk equipped with a modern adding 
machine for customers to use. Ad- 
jacent to the lounge is a small confer- 
ence room for customers. A small all- 
night lobby is kept open and brightly 
lighted, affording the equivalent of 
night depository service to other de- 
positors. The night depository is so 
situated just outside the night doors 
of the drive-in that a eustomer can 
drive to it and drop his deposit in 
full view of the street. The telephone 
switchboard has its own small mez- 
zanine from which the operator can 
see where everybody is on the main 
banking floor so that he can be reached 
without delay. This feature also has 
its protective value. The stockroom is 
on the second floor, directly above the 
receiving door and served by a heavy- 
duty dumbwaiter. A second floor bay 
of 5,000 square feet, unfinished and 
unheated, serves now for miscellaneous 
storage, but is planned to accommo- 
date future expansion of operations 
without rebuilding other parts of the 
bank. Proof and transit is on the 
second floor directly above tellers, and 


a dumbwaiter carries tellers work 
with a minimum of effort. 


IRST National officers are particu- 

larly proud of their drive-in. Steel 
doors enclose it fully except during 
open hours and money is’ moved only 
when doors are closed. Customers 
angle in from the street without cross- 
ing traffic. As they enter they can see 
all windows and choose for them- 
selves. Full view of the lobby from the 
drive-in gives the customer a feeling 
that he is really in the bank. Leaving, 
the driver has a choice of directions 
in a two-way alley. 

One window, manned by the drive-in 
supervisor, is in the bank building 
itself. The other three are on islands. 
All have glass walls which give the 
supervisor a full view of operations 
and lessen the tellers’ danger of claus- 
trophobia. Heavy-business customers 
for payrolls, chain stores, and the like 
are urged to telephone ahead to the 
supervisor and come to his window so 
that what they need will be ready for 
them—and, incidentally, so that slow 


Burroughs Clearing--House 





aloh Gn- Glos gt -t-Ga0l a -mor- tenn —han une 











«+.mo one can enter... no one can leave... no one can move... 
without triggering the alarm ... when premises are protected with a 
Diebold Ultrasonic System. From floor to ceiling and wall to wall... 
doors, windows and skylights . . . the entire area is constantly scanned by 
vl : ‘ inaudible ultrasonic waves. Sensitivity controls can be tuned to monitor fire 
trasonic Systems can be used independently 


or as an additional “trigger” for or window breakage as well as intrusion. 
Diebold-McClintock burg] d poli . : 
pH ntmany Financiol taettiuiten Uienente Diebold Ultrasonic Alarm Systems can be used also for localized protection in 


Alarm Systems are sold and serviced by the detached drive-in facilities . . . tellers windows ... and record filing areas, 
nation-wide Diebold csyentsation. Carrying Underwriters’ Laboratories’ label, the Ultrasonic System 
can substantially reduce burglary insurance premiums. 


For the best in “area” burglar alarms, call Diebold 
collect or mail coupon today! 


for the ultimate in protection 
DIEBOLD ULTRASONIC ALARMS 


N-172-D1 


Diebold, Incorporated 
903 Mulberry Rd., S. E. 
Canton 2, Ohio 


Please send complete details about your Ultrasonic 
Alarm System. 


Bank 
Individual 
903 Mulberry Rd., S. E., Canton 2, Ohio Boe Street 


PENS a Se 
Manufacturers of the World’s finest Zone —_ 
banking equipment. 
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PERPETUAL CALENDARS 


For Counters and Safe Deposit Booths 





Bronze e Brass e Aluminum—vwith CHANGEPOINT PENS 


Beautiful modern hinged-top style! Lifetime Bakelite enameled and engraved inserts for 
days, months and dates! Single or double faced for both sides of Counter! Changepoint 
Fountain Pens (Ball Points, if desired)! 


Base Measurements: 22” x 6”"—Height: 23/4” 
Me. Gl-2 . 202... $49.75 (Single Face—with 2 Pens) 
No. CKD2 ...... $79.90 (Double Face—with 4 Pens) 


In Chrome, add $3.00 for Single—$4.00 for Double to above prices 


Write for complete Catalog of Perpetual Calendars with and without 
Pen Sets © Hol oy and Advertising Standards * Name Plates * Counter, 
Teller and Desk Signs * Other items needed by Banks. 


Mfad. by J. A. Reinhardt & Co. 


BANK PRODUCTS COMPANY 





3 PARK PLACE e NEW YORK 7, N. Y. * 


Established 1930 


CO 7-3590 





























A SERIES OF 15 MINUTE 
DRAMATIZATIONS DEALING 
WITH: 


1. Stop Payments 7. Misposting Deposits * 
8. Certified Checks s 
9. The N.S.F. Brand 


10. Safety Paper 


2. Misposting Checks 


3. The Black Atom 
(Telephone) 














4. The Right Check in Cinderella a : . 
H *** “Among the many goo *** “EnterTRAIN d 
- - comune 11. Endorsements on —_ obout ee mien Oo “mona “ia 
recordings is their portability . 
5. Uncollected Funds Parade and adaptability for on-the- pod ‘aan ye 
j H iti spot use in a branch banking Bere: > 
6. Strictly Confidential 12. Sound Personalities system. We are delighted. with employees ere eeontent bg 
Now on 12” RECORDS . . . $250.00 the ie co tg them prepared material to give them. 
(Also for lease . . . $10.00 per month by on oe OMGA, The ideas thus delivered carry 
d) CA far more weight than if recited 
per record. b ina * 
y an individual. 
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ENTER¢rainMENT. Inc. 


89 STATE STREET, BOSTON 9, MASS. 








transactions will not plug up the island 
windows. 

“Banking in Arkansas within the 
past five years really has stepped up 
its pace to match the economic growth 
of the state,” says Earl McCarroll, 
vice president. “The banks have de- 
veloped a strong sense of community 
responsibility, and are improving their 
services accordingly. This is having a 
measurable effect upon the banks 
themselves—their deposits, their ac- 
tivity, and their earnings. 

“No better example of this can be 
found than the improved quality of 
correspondent service provided by 
banks in the state’s financial centers. 
We, of course, notice it particularly in 
Little Rock. Better service to country 
banks, really helping them, is bringing 
into Little Rock a good many corre- 
spondent balances that formerly went 
out of the state. 

“In our bank, we are determined to 
continue upgrading on services to all 
of our customers to keep us at least 
abreast of the growth of our city and 
state. Our new building was erected 
for this purpose, and it is more than 
justifying itself.” 


NOTHER Little Rock bank that 
completed shiny new banking 
quarters last November was the Union 
National Bank. This bank’s deposit to- 
tals have grown 35 per cent in five 
years, which produced serious over- 
crowding. A major program of build- 
ing modernization and alteration was 
the direct consequence. 

The old lobby was three stories high. 
In remodeling, the bank put a floor 
completely across at the third floor 
level, gaining all this additional work- 
ing space. The second floor mezzanine 
at the rear of the lobby was extended 
forward several feet, yielding an addi- 
tional gain of working space. 

Fixtures and appearance of the 
lobby were completely modernized. All 
public sections of the bank are new 
and modern. Sound-insulated walls 
now separate the bookkeeping depart- 
ment from the tellers’ cages, with a 
consequent silencing of machine noise. 

One unusually large and successful 
department of the bank handles in- 
surance premium financing. The de- 
partment has 50,000 active loans, re- 
ceives about 150 new loans and 750 
to 800 payments on an average day. It 
does business all over the United 
States, with most of the volume con- 
centrated in those states where in- 
surance companies may not legally 
provide installment forms and pre- 
mium payments. A large volume is 
needed to make a premium loan finance 
department profitable, and as more 
and more states legalize installment 
premiums, this type of credit has been 
given up by many banks. One result is 
that the Union National’s volume 
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How to solve 





THE BIG FIVE installment loan problems: 







The customer’s complete coupon book 
is created automatically as a by-product 
of prescheduling the loan ledger. Cou- 
pons and ledger bear identical infor- 
mation regarding each installment. 


Each installment coupon shows com- 
plete, legible information — account 
number, due date, amount of payment 
and balance before and after payment 
—reduces customer inquiries. 


Mailed-in payments have increased as 
much as 50% in some banking in- 
stances, because the customer has com- 
plete information, a durable coupon 
for mailing, a convenient record stub. 


\ 








Burroughs Coupon-Ledger Plan 
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Again, banking experience shows that 
the simultaneous prescheduling of 
ledger and coupons, plus more mailed- 
in payments and easier window trans- 
actions, enable tellers to handle a 25% 
to 50% volume increase. 


Each posting of a payment is auto- 
matically proved on the payment jour- 
nal. Amount of any error is printed, 
localized for quick correction. 


and its all done on one 


Burroughs Sensimatic 
accounting machine 


Does the Burroughs Coupon-Ledger Plan 
solve your particular installment loan 
problems? Talk it over with your Bur- 
roughs man, or write Burroughs Corpora- 
tion, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 
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keeps growing by referrals from dis- 
tant points and the department in- 
cludes 16 clerks along with the 
manager. 

A recent move at the Union National 
was opening tellers windows in the 
basement to handle heavy-business 
transactions. Customers who custom- 
arily have many-item deposits and 
withdrawals are requested to use these 
windows, speeding up service to the 
big customers and keeping the lobby 
free of waiting lines. 

“We feel that our _  institution’s 
growth from $54,000,000 deposits to 
$75,000,000 in the five years ending 
December 31, 1954, is largely the re- 
sult of industrial and population 
growth in Little Rock and the rest of 
the state,” declares Harvey C. Couch, 
Jr., president. “This growth presents 
a never-ending challenge to the bank 
to increase its facilities and improve 
its service to the customers in par- 
ticular. 

“Our construction program just 
now completed was a major step taken 
to keep us abreast of the Arkansas 
economy. By this move we have ex- 
panded a number of departments’ 
space enough to take care of their 
forseeable growth, and we have plans 
for future handling of other depart- 
ments as they outgrow present space. 


“We feel sure our institution is 
now in shape for a good many years 
ahead to give financial service that 
will add momentum to the economic 
development of Little Rock and all 
Arkansas. We are determined to main- 
tain and extend our present high 
levels of service in step with the needs 
of the community.” 


HE Commercial National Bank of 

Little Rock is literally doing busi- 
ness in its old banking rooms but 
inside its quarters of the future. Par- 
titions thrown up between the present 
lobby and the new construction exclude 
most of the noise and dust. Customers 
are not interfered with, but the staff 
is operating under difficulties. 

Some operating departments were 
moved from the main floor to the sec- 
ond floor. Tellers were placed in space 
thus vacated, permitting the bank to 
close off for reconstruction about half 
of the old lobby. 

“This bank’s deposits increased 28 
per cent from $32,000,000 up to $41,- 
000,000 in five years,” explains Arthur 
E. McLean, president. “Much of this 
deposit growth has come simply from 
the industrial growth of the com- 
munity we serve. New construction 
now under way at a total cost in excess 
of $1,000,000 will give considerably 





increased space for all departments, 
in far more attractive uarters. 

“Our business always has included 
a heavy percentage of lumber industry 
accounts, because of a practical lum- 
ber experience among our managing 
officers. This background has in many 
instances permitted the extension of 
credit which might not otherwise have 
been bankable loans. This, in turn, has 
led to substantial growth in our de- 
posits from lumber customers. An 
incidental consequence of this tradi- 
tion is that decoratively our new 
quarters will emphasize fine hard- 
woods in walls, floors, and fixtures.” 

“We got started on some specific 
modernization jobs more than two 
years ago,” comments James H. 
Penick, president, Worthen Bank and 
Trust Company. “Now we have our 
big, over-all modernization project 
under way yearly in 1955, scheduled 
for completion next July. 

“Building and rebuilding to keep up 
with the community is a habit with 
this bank, which is the oldest in Little 
Rock and third oldest in Arkansas. 
W. B. Worthen founded the bank of 
Parker & Worthen in 1877. Since then 
it has been incorporated, chartered, 
rechartered, moved, built, and rebuilt 
several times, coming to the present 
building in 1929. 





for every (AMAA 


1, Fire, Theft, Combined Additional Coverage 


Prevailing standard rate 


2. $50 or $100 Deductible Collision 


Prevailing standard rate 





Coverage bound at time of postmark. 


Send us the following information and we will 


send the policy promptly: 
Name. 





Age. Occupati 





















3. 30-Day Trip Collision 


5. Personal Effects — 














Address 








Make of Trailer. Serial Year. 
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Amt. & Kind of Cover 








Total Encumbrance__. No. Installments__._ Amt.__ 


complete coverage 
for trailer dealers and 
financing factors 


$50 deductible—$20 
$100 deductible—$15 


4, Vendor's Single Interest 
(Conversion, secretion, embezzlement, “skip”’) 
New Trailers—$9.50 per Yr. 
Used Trailers—$12.50 per Yr. 
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Available with same coverage as item 1 — $2.00 per hundred, 


6. Credit Life and Disability 

Life: 1% per yr. based on total original encumbrance 
with coverage reducing with installments. 

Accident and Health: (available only with Life) 14% 
per yr. on original encumbrance. Disability benefits 
begin 31st day and cover monthly installments. 


25% BROKERAGE 


Coverage through largest finance insurance organization 
with excellent credit rating. All risks reinsured. 
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406 Beach Drive N., St. Petersburg, Fla 
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“This time we are adding substan- 
tially to our total banking space, and 
making the entire bank more attrac- 
tive. We always have kept our facili- 
ties up to date to serve the needs of 
the community, and the present proj- 
ect simply continues this long-estab- 
lished policy.” 

Specifically, construction now in 
process will extend the mezzanine far 
forward from the rear of the lobby, 
lengthen officers platform space 6 feet 
and transfer a number of depart- 
ments. Practically speaking, the whole 
operating setup of the bank is being 
reorganized. 

Several first-floor operations will 
shift to the mezzanine, while previous 
mezzanine operations move to the 
second floor. The second floor is being 
completely remodeled from _ office- 
building type space to modern bank 
operating space. Elimination of hall- 
ways will make a substantial increase 
in usable rooms. 

Closed-circuit television will connect 
tellers with bookkeeping on the second 
floor for verification of signatures, 
balances, and stop payments. Wall-to- 
wall carpeting in the lobby has been 
chosen as the least expensive way to 
achieve the desired flooring results. 
New.fixtures will be installed. 

Need for increased space arises not 
only from deposit growth but also 
from the expansion of several special- 
ized departments. The personal loan 
department has 7,500 active accounts 
with about $3,500,000 outstandings. 
The property management department 
handles a very large rental list. This 
activity is an outgrowth of takeover 
of real estate properties during the 
depression of the-1930, and has been 
built up to a substantial operation. 


ESIDES the current changes, the 

bank has completed two previous 
modernization projects within the past 
two years. One of these is a four- 
window basement lobby for heavy- 
transaction accounts. The other is in- 
stallation of two snorkels which handle 
so much activity that two tellers are 
required in each cage to keep up with 
the volume. 

Only a dozen miles from Little 
Rock is the sixth Pulaski County bank, 
The Jacksonville State Bank. Jackson- 
ville is only a few years away from a 
country crossroads, and the business 
district still looks truly rural. Amid 
the unpretentious frame and brick 
store buildings, the spectacularly 
handsome modern bank structure 
sticks out like an oil derrick on a 
prairie. 

Jacksonville was catapulted from 
farm land to industry when the Army 
installed a 15,000-employee shell load- 
ing plant in preparing for World War 
II. This plant was closed in 1944, 
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When you think of Baltimore, 


think of 


FIDELITY-BALTIMORE 


NATIONAL BANK 
& Trust Company 


Complete correspondent banking facilities 


Capital funds over $14,000,000 


Main Office: BALTIMORE & LIGHT STREETS, BALTIMORE 2, MD. 


Member: F.D.I.C. 





























( pensomaumen CARD CHECKS 


Back in March we announced that 
our new feeding device, designed to 
print five punched-card checks at a 
time, would soon be in operation. 
We now are pleased to announce 
that three of these new units are 
completed and are installed in our 
plants at St. Paul, Chicago and 
Clifton. They do a good job and we 
hope to keep them busy. 


These units will not handle long runs 
economically so we do not intend 
to attempt to serve large banks or 
corporations, except possibly for 
fill-in orders of one to ten thousand 
quantities. They were designed 
primarily to imprint Personaljzed 
Card Checks, used by some of the 
larger banks for special accounts. 
We will have sufficient capacity to 
handle any number of such orders. 
Our plan is to supply a ‘‘package”’ in 
accordance with the specifications 


of the bank. For example, a typical 
package might consist of one 
hundred checks and twenty-five 
deposit cards, all imprinted and 
punched with the customer’s account 
number and the bank’s branch 
number. We will box attractively 
and mail direct to the customer. All 
we need from the bank is a card 
showing the customer’s name and 
address and punched with the 
account number. On reorders, we 
work from the punched reorder card 
so the bank makes out orders only 
for new accounts. 


Any of our field representatives will 
be pleased to discuss this program 
with interested bankers and we invite 
inquiries. In the meantime, if you 
need any special all-print card checks 
in the smaller quantity range, we can 
make prompt shipment now from 
three plants. In the near future all 
our plants will be equipped. 





CHECK PRINTERS 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 















leaving an empty building as a nucleus 
for starting again. 

In 1946 the local businessmen or- 
ganized a 56-member Chamber of 
Commerce to attract factories with 
cheap land and floor space. They had 
no money and no paid secretary, but 
in the ensuing decade they had 
drummed up nine industries employ- 
ing a total of 1,000 people. 


Y November, 1949, the go-getting 

little community had organized 
the bank, built the present building, 
and opened for business. For purposes 
of comparison, its drive-in window was 
the second installed in all Arkansas. 

With 8,000 people (Chamber of 
Commerce estimate!) in the trade ter- 
ritory, the Jacksonville State Bank has 
total deposits of $2,000,000 in about 
1,500 accounts and has loans and dis- 
counts exceeding $1,200,000. Most of 
this business is commercial loans and 
personal loans, with a few farm loans 
surviving among the burgeoning in- 
dustries. 

Latest exploit of the town was land- 
ing an Air Force Bomber Base with 
the active cooperation of all the 
county. The base will cost $100,000,000 
when completed. $30,000,000 is now 
under contract, and the first bomber 
wing is scheduled to arrive in Sep- 
tember, 1955. The Jacksonville base 
will bring about 7,000 military per- 
sonnel, which the Air Force says will 
bring 10,000 family members. U. S. 
Post Office Department plans count 
on 20,000 population for Jacksonville 
within two years, and the town is 
planning for a conservative 15,000. 

“We are working on a plan for a 
big shopping center with national 
chain stores as tenants—some already 
have signed up,” says Kenneth Pat 
Wilson, executive vice president of the 
bank. “Our bank has official approval 
to install a facility at the Base, and 
we are going ahead now. We are as- 
suming the proper leadership, and 
feel confident the bank will prosper 
proportionately.” 

Thirty miles beyond Jacksonville 
Air Base and 52 miles out of Little 
Rock, is Searcy, estimated population 
6,600, up from 3,600 in 1940, and 
county seat of White County. This is 
rich farming country, once cotton but 
today about half cotton and the other 
half a thrifty mixture of strawberries, 
broilers, Grade A milk, and truck 
crops such as okra and snapbeans. 
Searcy also is the home of Harding 
College. 

In May, 1954, The Searcy Bank 
moved into one of the finest and most 
spacious bank buildings imaginable 
for an institution and city of this 
size. The structure, of monolithic con- 
crete, was built and originally occupied 
by an automobile agency. The bank 
remodeled the structure, putting on 
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an aluminum-and-stainless front, and 
veneering the outer walls with ledge- 
stone; trimmed with local cut lime- 
stone. Interior walls are in part the 
same stone, and room partitions are 
painted Haydite blocks. Ceilings are 
acoustone and are insulated. Fixtures 
are of wood and Formica walnut. The 
building would accommodate a $25,- 
000,000 bank without crowding. It in- 
cludes a community civic meeting 
room, employees lounge with light 





cooking equipment, and numerous | 


other refinements. A drive-in window 
and a parking area have been installed 
alongside. 

“Our bank has grown in deposits 
from $1,600,000 in 1943 to $4,402,000 
at the end of 1954,” explains Ewing 
P. Pyeatt, president. “Our capital 
structure has grown from $94,000 to 
$465,000, entirely from earnings. This 
record is a reflection of the growth 
of the community and its income. The 
bank can claim to have done at least 
its fair share in helping to build up 
the community economy. 

“We have been very energetic in 
promoting the use of farm equipment. 
In 1943 there were 300 or 400 tractors 
in this county; today there are more 
than 4,000. Our bank has _ helped 
finance a large share of this increase, 
to the mutual profit of the farmers 
and ourselves. 

“The amazing thing is that the 
bank’s deposits and earnings have 
continued upward, though at a modest 
rate, in the past three years of terrible 
drought. Our strawberry crop was a 
total failure last year, losing $3,000,- 
000 of accustomed income—but the 
diversified crops have more than taken 
up this slack. The bank’s farm repre- 
sentative has played a large part in 


this wholesome development by guid- | 


ing the farmers in profitable direc- 
tions.” 


HE Searcy Bank offers its com- 





munity practically every type of | 


service for which a local demand 


exists: safe deposit, drive-in, night | 
depository, personal loans, FHA Title | 


II. The bank accepts no time deposits 
and pays no interest on deposits. 

First National Bank of El Dorado 
is currently completing plans for a 
major construction project. The bank 
was last remodeled in 1942, when its 
deposits totaled $9,000,000. Today’s 
totals exceed $23,000,000, which shows 
the need for more elbow room. 

The present building has a 45-foot 
frontage; when completed the bank 
will have a 77-foot frontage. Essen- 
tially, the project will integrate two 
buildings into a single bank building. 
Also, the present mezzanine will be 
expanded into a full second floor. 

“This institution has increased its 
capital structure from $1,754,000 in 
1950 to $2,560,000 at the end of 1954, 
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e Completely re-set in easy- | 
to-read type ; 


e Designed especially for 
faster reference work 


e Telephone numbers 
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for high quality 
metal Bank Counter Equipment 





Watson Blonde Walnut grained finish metal counter 
front . . . Union Bank Westside Office, Erie, Pa. 


Standard 


or 
Custom Built 


by the makers of fine metal furniture 


WATSON MANUFACTURING CO., Inc. 


Jamestown, New York 
Write Dept. F-15 
for full information. 


WATSON (established in 1887) also builds a complete line of 
standard filing equipment and ROL-DEX working-level-files for your 
active bank records. 
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entirely from earnings,” says Henry 
C. McKinney, Jr., president. “Our 
community is growing rapidly, and 
if we are to provide the necessary 
services we must have facilities for 
producing them. 

“One highly encouraging develop- 
ment of recent years is an upgrading 
of personnel to man our local banks. 
It used to be that a big share of the 
top officers in the larger New York, 
Chicago, and St. Louis banks came 
from the less prosperous parts of 
Arkansas, Mississippi, Tennessee and 
Kentucky. Today as this area grows 
in industry and income, more good 
bankers see the opportunity near home 
and stay here instead of going to the 
big northern and eastern cities.” 


ARLAND HURT, president, The 

Citizens National Bank of Cam- 
den, explains that his institution mod- 
ernized its quarters because it needed 
space for production-line operating. 
“We believe that automation will be 
found applicable to some extent in 
banks and hold ourselves in readiness 
to adopt at once any methods which 
improve on the old,” says Mr. Hurt. 

Rebuilding at Camden was an out- 
growth of a Naval Ammunition depot 
built there during the war, with a 
peak employment of 27,000 construc- 
tion workers. The bank was over- 
whelmed with activity at a time when 
neither men or bank machinery were 
obtainable. 

When the war was over, the bank 
began planning the new building and 
equipment so that it could never again 
be swamped by an expectable upsurge 
of activity. The bank is mechanized 
throughout, from tellers machines to 
posting the general books. 

In mid-December the Citizens Bank, 
Jonesboro, opened for business in a 
four-story office building erected by a 
corporation composed of bank stock- 
holders, at a cost of $500,000. Morris 
L. McKinney, president, explains, “We 
had made every modernization possible 
in the building we occupied since 1935, 
until we just ran out of space for more 
improvement. To meet the increasing 
demands and to accept the responsi- 
bility of leadershhip, we organized the 
company to construct the building.” 

At Arkadelphia the Elk Horn Bank 
& Trust Company opened its new 
building late in March. Six months 
before that, the Farmers National 
Bank at Clarksville dedicated its new 
bank building, erected on the old site 
of the bank building that was torn 
down for the purpose. 

Knowledgeable Arkansans estimate 
that half the banks in the state are 
brand-new or importantly rebuilt since 
1946, one-third since 1950, and that 
perhaps one in ten has completed a 
major construction project in the past 
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12 months or has one under way. 

The Arkansas economy is on the 
move at an ever accelerating rate. 
And Arkansas banking has gone mod- 
ern to keep pace. 





THE MERGER 
TREND 


CONTINUED FROM PAGE 37 
The outstanding fact that can be 





gleaned from the history of the past 
twenty-five years is that while the | 
gross national product of the United 
States has about doubled, and with a | 
third fewer business concerns doing 
twice as much business, the number | 
of banks has been halved. Twenty-five | 
years ago banks dominated many | 
major corporations and were choosy 
about which corporations they finan- 
cially backed; today corporations have 
grown in size to a degree where they | 
are not only largely independent of | 
banks but are choosy about their | 
banks—particularly those with inade- | 
quate capital or with management that | 
is lacking in competitive acumen. Cor- | 
porations learned their lesson about 
banking after the bank holiday in | 
1933, when they were forced to partici- 
pate in reorganizations of banks in 
which their cash was tied up. 


N the past twenty years corpora- 

tions, favored by greater average 
earning power, have built up cash and 
reserves at a pace faster than banks 
have been able to add to capital funds, 
either by retained earnings or through 
new capital sold to stockholders. To | 
summarize, perhaps to oversimplify, | 
there has been in the past generation 
a series of pressures for concentration 
of resources, corporate and banking, 
along with greater diversification of 
both corporate and banking and in- 
dividual activities. The great middle 
class has had the greatest growth in 
income, and has been able to afford 
banking services on a fee basis; today 
there are no longer as many rich or as 
many poor, and borrowing as well as 
saving has become a way of life. To- 
day, also, as much as 30 per cent of the 
income of many big banks comes from 
the propensity of individuals to mort- 
gage the future for immediate con- 
sumer goods gains. Banking has been 
split into retail and wholesale seg- 
ments, and the exclustvely wholesale 
banks are becoming fewer. As corpo- 
rate entities—the big customers of | 
banks—have grown bigger, so have | 
their demands upon banks come in big- 
ger chunks, and a big bank loan split 
among twenty or more banks is not as 
popular as it used to be. Banks have 
had to get greater lending power ; they 
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MODEL 250 
BRANDT AUTOMATIC CASHIER 


Delivery chute type. Coins delivered di- 
rect to customer upon depression of a 
single key. 





MODEL 150 
BRANDT AUTOMATIC CASHIER 


Trap door type. Coins delivered to cus- 


tamer PY operator following depression €§ The exacting care and high stand- 
ards followed in the manufacture 
of BRANDT machines, since the 
year 1890, result in products 
which can be relied upon for top 
performance for a long period of 
time. 


For the best of service to your 
moon. coms — Beant maiagiets vg the lowest asad to you 
COIN COUNTER AND PACKAGER in rendering that service, you 


Motor driven. Handles all coins from 


pennies to silver dollars, inclusive. should make a complete installa- 


Mechanical improvements make for 


— packaging of coins with less tion of BRANDT machines in your 
effort. 


Hand operated machine is also 


available. bank. 


Watertown, Wisconsin 
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MODEL SL — BRANDT a « pote ”. 
COIN SORTER AND COUNTER ° 

Motor driven. Sorts and counts mixed Established 1890 
coins, pennies to half dollars, inclusive. 

Features new ‘‘quick take-apart’’ con- 

struction permitting quick, easy access & 

to many of the working parts. 


“Brandt and ‘“‘Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 


one of the main objects of our bank ever since its 


If you are interested 


in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 


Throughout the Country 


CAPITAL - S/.80,000,000.00 
SURPLUS - S/.66,338,521.64 


"Peru's Oldest National Commercial Bank" 











































stack feed machine . . 


104 MILL STREET 


NEW -« FASTER - 


EASIER - Automatic! 


Destroys Old Papers 
and Records with 
No Hand Feeding 





The new "SILVER EXECUTIVE AUTOMATIC" Paper Shredder is the first 
. feeds itself automatically! Shreds confidential 
papers, records, time cards into !/,” 
typewriter-size, portable desk model with full !/. HP motor. Safe, easy to 
operate. Many sizes. Write today for details of 10-DAY FREE TRIAL. 





strips—in seconds. Machine is a 


INDUSTRIAL SHREDDER & CUTTER CO. 


SALEM, OHIO 














WHY PASS UP EXTRA COMMISSIONS? 


Leading passbook manufacturer now has 
several territories open for aggressive 
men calling on banks to sell all types of 


passbooks and pocket check covers. Com 


nission basis 


WILLIAM EXLINE INC. 
ONTARIO BLDG. « CLEVELAND 13, OHIO 
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can still lend only 10 per cent of capital 
and surplus or 10 per cent of capital 
funds at most, to a single borrower. 
It is to their interest to make big 
single loans, and the only way they 
can get the increased lending power 
is through sale of new stock or 
through increased capital achieved 
through the merger route. 


HE bank merger movement in the 

past five years has been particular- 
ly noteworthy in Pennsylvania, Cali- 
fornia, Washington, Oregon, Indiana, 
New York and the District of Colum- 
bia. It‘has been and still is largely a 
big city phenomenon, though there are 
indications that small banks are par- 
ticipating to an increased degree. 

This historical retrospect gives a 
good idea of the surging strength of 
the underlying influences impelling 
bank consolidation. It remains to men- 
tion some of the ancillary and imme- 
diate advantages that impel banks to 
consolidate. Management is one of the 
most important of these consider- 
ations. Over the lean years that fol- 
lowed the bank holiday it was abun- 
dantly proved that low money rates 
did not of themselves spell poor in- 
dividual bank earnings; young, ag- 
gressive and progressive bank man- 
agements could surmount their cheap 
money environment and make good 
profits for stockholders. There came to 
be recognized two kinds of manage- 
ment: the progressive and the stag- 
nant. Not all stagnant managements 
were in small banks; many a stagnant 
big bank got a life-giving transfusion 
of good management from acquisition 
of a smaller one. 

The advanced age, on an average, 
of many top bank managements, so 
bank supervisors have testified, has 
been a major problem and a big force 
for mergers. Aged bank chieftains 
have been beset with the problem of 
presidential and vice-presidential suc- 
cession. The earnings of their institu- 
tions have not permitted them to keep 
pace with general industry in the in- 
ducements offered to the coming gen- 
eration to make a career out of bank- 
ing. The tax laws have taken not only 
half of their bank’s earnings but a 
large segment of salaries they have 
been able to pay and, under such con- 
ditions, it has been figured, it has been 
possible for them to sell control of 
their banks to younger groups only on 
almost impossible terms. It has been 
calculated that, under present tax 
laws, a group of people can still buy 
control of a small bank with a modest 
down payment and notes, but they will 
be 85 years old by the time the earn- 
ings of their bank will have liquidated 
the last note, assuming modest divi- 
dends are paid in the interest of add- 
ing to what seems to be perennial in- 
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adequacy of capital funds. 

A sellout is the way out for these 
older managements. They can assure 
the continuation of the business, ob- 
tain salary and fringe benefit ad- 
vantages for employees, realize upon 
full market or appraised value of as- 
sets, and set their own estates in order 
on a liquid basis, by the simple act of 
merging with a neighbor or a larger 
and more far-flung banking business. 
And, the more widely the difference 
between two banks that are merging 
is, the more successful the merger 
promises to be. The reason for this 
is simple, too, for when banks having 
great duplication of accounts consoli- 
date, 1 plus 1 at most equals 1%, not 2. 
Some of the big accounts always move 
over into some other bank. 

Mergers no longer are the bogey to 
bank staffs that they used to be. For 
one thing, few mergers in recent years 
have resulted in any dismissals of 
employes. The bank man- and woman- 
power shortage, so far as skilled help 
is concerned, has become almost chron- 
ic and all bankers know it. Mergers, 
by widening the scope and responsi- 
bility of individual jobs, also widen 
individual opportunity and make room 
for increased personal initiative. And, 
as has been noted, salaries paid, along 
with fringe benefits, by larger banking 
organizations almost invariably are 
better than those that can be paid by 
small units. 

Also, the modern bank merger is a 
leisurely affair, or at least can be one, 
in which departmental and personnel 
arrangements can be extended over 
weeks, instead of being done over- 
night. This avoids snap decisions on 
vital personnel which in some of the 
mergers of 25 years ago turned out in 
retrospect to have been unfortunate. 

Changes in the laws also have facil- 
itated consolidation of banks. One of 
these was the so-called “two-way 
street” statute of 1950 which made it 
possible for a national bank and a 
state bank to merge under the charter 
of either, eliminating all the round- 
about procedure that was necessary 
for such a merger before 1950. An- 
other development in that year was 
the Celler amendment to the Clayton 
act, which gave to banks and to rail- 
roads certain eemptions. 


COMPARATIVELY new political 
development is a move in Wash- 
ington, which so far lacks important 
support, to tighten the anti-trust laws 
to make mergers more difficult. There 
seems ample ground for believing, par- 
ticularly since the failure of the Gov- 
ernment’s monopoly case against 
Transamerica in 1953, that prosecu- 
tion of banks under the anti-trust laws 
on mere statistical evidence will be dif- 
ficult to make stick. Particularly since 
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sorting equipment 


Damaged punch cards that won’t 
go through tabulating-sorting ma- 
chines need no longer be a prob- 
lem. Imperfect cards are actually 
reconditioned, edges restored, 
folds and crumples ironed away, 
by this new Cummins office ma- 
chine. Cards bearing clips, staples, 
documentary stamps and mending 
tape are collected in a separate bin 
for hand inspection. 
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All at a speed of over 20,000 
cards an hour! Cummins Cardi- 
tioner is a necessary running mate 
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ment — enables you to get top 
efficiency from your present ma- 
chines. 

The coupon or a phone call to 
your nearest Cummins.man will 
bring complete, detailed informa- 
tion on the Cummins Carditioner, 
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MAKE YOUR WORK 


EASIER 


and 


BETTER 


Why waste 

time (that’s 

money!) looking for papers 
that should be at your fin- 
gertips? And can be!—if 
you use ACCObind Folders 
or ACCOpress Binders for 
filing your correspondence, 
invoices, reports and other 
papers. You’ll get more done, 





easier, better, cheaper and 
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find” system with | 
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Picture the name of your bank in enduring 


bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need . . . at 
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Send for free illustrated catalog 
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UNITED STATES BRONZE SIGN CO., inc. 
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banks, while they may share with the 
Government the natural monopoly of 
creating money, can never, with so 
many non-bank competitors in the 
field, monopolize credit. As to the pos- 
sibility of new laws to curb bank 
holding companies, it is probable that 
some new statutes will be enacted, but 
that they will be more along lines of 
clarifying existing laws, or of more 
closely defining supervisory powers, 
than of restricting legitimate expan- 
sion in the banking field. It is perhaps 
a paradox that the era of bank merg- 
ers has opened the eyes of many small 
communities to the fact that only 
through group banking have many 
small banks retained autonomy and 
local management. Those bank holding 
companies which are still in business 
have a respectability today that often 
was absent in the later 1920’s, when 
they were in the formative stage. 


HERE have been some bank merg- 

ers in recent years of the purchase- 
of-assets type which have been unfor- 
tunate for bank stockholders, for they 
have involved long and costly liquida- 
tion of assets left outside the pur- 
chase, along with much litigation. But 
as a whole mergers have been the only 
way in which stockholders of the sell- 
ing bank have been able to get full 
value for their depreciated investment, 
along with premiums over book values 
that have meant substantial capital 
appreciation. 

The premiums paid have been 
widening and in some recent consol- 
idations have been as much as two or 
three years earnings of the bank being 
purchased. An extra inducement has 
been an immediate increase in divi- 
dend return, in the case of many ex- 
change-of-shares mergers. Market- 
ability has been increased, because 
shares of the absorbing bank usually 
enjoy a wider market. Unquestionably 
mergers have benefited stockholders 
participating in them—those of the 
absorbing bank as well as those of the 
bank being sold. 

There remains to be considered the 
question of how long the current bank 
merger movement will last and what 
may occur to reverse the trend. It is 
now at an accelerating pace. The speed 
of further consolidation will be largely 
hinged to the broad social and eco- 
nomic trends which have been previ- 
ously traced. These are not likely to 
be reversed in the foreseeable future, 
though they may take place at a slower 
pace and in smaller centers of popula- 
tion and industry. 

The most important influence that 
could check the trend now is the rise in 
premiums paid in mergers to levels 
which would put too heavy a burden 
upon surviving banks. Theoretically, 
premiums could go so high as to make 
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it cheaper to start new branches from 
the ground up. 

Money rates conceivably could rise 
(but are not: likely to) so as to make 
more profitable small unit banks. Fu- 
ture changes in tax laws could have 
the same effect. There could be new 
laws which might make many mergers 
too difficult. 

Sweeping as has been the merger 
movement, and regardless of whether 
more unit banks disappear in future 
mergers, the American banking sys- 
tem as we have known it is not threat- 
ened. The public has more banking 
offices at which to do business than 
before the merger movement began, 
though there are fewer banks. But 
there is no danger that thousands of 
banks now operating independently 
will be contracted into a few hundred 
or a dozen or so, as in some other 
countries. 


AN UNUSUAL 
BRANCH 


CONTINUED FROM PAGE 44 


show it to be a five-story structure 
crowned with dormer windows and 
surrounded by similar buildings which 
were evidently converted residences. 
We cannot say for a certainty that 
Riggs & Company occupied the first 
floor, but judging from the substantial 
character of their clients and the 
proud background of its principal, it 
seems unlikely that the firm would 
allow its customers to “walk up.” 


HE earliest letter addressed to the 

new branch is signed by the great 
Sam Houston in a sprawling signature 
nearly four inches high, and contains 
instructions to honor a draft he has 
drawn. Franklin Pierce, 14th Presi- 
dent of the United States, wrote to the 
branch from his home at Concord, 
New Hampshire, in a letter which 
opened, ‘‘May I presume to ask of you 
suggestion and advice touching the 
matter of bonds of the Northern Indi- 
ana Railroad Company.” Brigham 
Young seems to have handled the 
financing of his Mormon colony 
through the branch, as indicated by a 
communication dated “Great Salt Lake 
City, August 9, 1862,”’ which contained 
a draft on his agent in Liverpool 
which the bank was asked to collect 
and place to his credit. 

A note dated 1863, from John Price 
Durbin, former chaplain of the U.S. 
Senate, is remarkable for its reference 
to the old outdoor Curb Exchange. The 
letter reads: 

“John Elliott, Esqr. 

“Dear Sir: If you have not sold 
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- - - another new 
HERRING-HALL-MARVIN 
5-STAR VAULT ENTRANCE 


NE of the feature attractions of the 
new East Toledo office of First 
Federal Savings & Loan Association of 
Toledo (Ohio), which opened in February 
of this year, is the beautiful stainless steel 
vault door that weighs 6 tons, yet opens 
and closes at the touch of a button. 


‘‘Everyone who has seen the electrically- 
operated door has been interested’, reports 
Florence J. Lupe, executive vice-president 
of the Association, “and certainly its effort- 
less operation is a great improvement over the 
manually-controlled type”. 


Because the Five-Star Door is dramatic in 
appearance and in operation, its publicity 
value is great. Yet, even more important 
is the day-to-day functional value of the 
first and only vault door with PUSH- 
BUTTON CONTROL! 
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If there’s a new vault entrance 
in your bank’s future, write now 
for interesting brochure. 


A Herring-Hall-Marvin Model 75 
Angular Bay type Drive-In Window 
is another feature of this modern 
office which is appreciated by cus- 
tomers and which has already proved 
an excellent new business builder. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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Senior officers and secretaries alike have a 
single-minded preference for letters on 
WESTON BOND. It’s the one fine rag 
content paper especially satisfying for 
service, beauty and economy. With new, 
brighter white, WESTON BOND steals 

the show in creating favorable 

impressions for correspondence. 

Hadn’t you better use it, too? Just ask your 
printer for WESTON BOND. He'll heartily favor 


your choice! Matching envelopes available, of course. 


free: Sample Book. Write Dept. BU 


BYRON WESTON COMPANY, DALTON, MASSACHUSETTS 
Makers of Fine Papers for Business Records Since 1863 











THE 


INDUSTRIAL 
BANK 


OF JAPAN, LTD. 
TOKYO, OSAKA, NAGOYA, KOBE 








FOR 55 YEARS 


EREVER MONEY 
1S WRAPPED 


ANGLEND 
COIN WRAPPERS 


A favorite for 50 years. 
Distinctively colored paper for 
each coin size. Clearly imprinted 
in black. 


#801—25¢ Pennies +815—$5 Dimes 
#802—50c Pennies #825—$5 Quarters 
#805—$1 Nickels #826—$10 Quarters 
#806—$2 Nickels +#850—$10 Halves 
#810—$2 Dimes #851—$20 Halves 
#813—$3 Dimes #891—$20 Dollars 





Write today for colorful catalog. 


STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS 
A Complete Line of Money Wrappers 
















the 7 3/10, please sell on Friday or 
Thursday, if it is-a clear day. Friday 
rather—so that I get the money Satur- 
day morning. 
Respectfully,” 

The final letter in the group, chron- 
ologically (2 March 1881) and the old- 
est typewritten letter in all of the 
Riggs files, either in New York or 
Washington, was signed by the great 
statesman and historian, George Ban- 
croft, who is also remembered as 
founder of the Naval Academy while 
serving as Secretary of the Navy in 
1845. Couched in his dignified phrase- 
ology the letter opens, “Will you have 
the goodness to collect the coupons on 
the bonds of mine in your custody.” 


HE date, 1881, is significant, for it 

was in that year that George Riggs 
breathed his last in his great mansion 
at 1617 Eye Street, Northwest in 
Washington, where, downstairs in his 
immense library the papers for the 
purchase of Alaska had been signed 
in 1868. (Riggs & Company paid the 
purchase price of $7,200,000 “in gold” 
to the Russians.) In the intervening 
years he had risen to equal and sur- 
pass the financial stature of his father, 
and honors and distinctions had been 
heaped upon him. His many activities 
had evidently caused him to give up 
any notion of leaving the City on the 
Potomac. 

The firm continued in business as 
Riggs & Co., but perhaps already there 
was some thought of applying for a 
charter as a national bank. In any 
case, the New York Office seems to 
have closed in the year 1889, although 
we have no definite “turning of the 
key.” The firm name continued to be 
listed in the New York City directories 
through 1888-89, but Trow’s Copart- 
nership and Corporation Directory of 
New York City, for 1889, says: “Riggs 
& Company (dissolved) 56 Wall 
Street.” 

For the sake of completeness we de- 
cided to track down the fate of the 
little dormer-windowed building which 
had housed the branch, and in this 
connection sought the aid of banking 
friends in New York City. Their reply 
seemed to have an almost sardonic 
chuckle hidden in it. The history of 
this “remarkable site” was being sent 
under separate cover. When the pack- 
age arrived, we could understand their 
amusement. 

First, however, we noted evidence 
that No. 56 Wall Street is still stand- 
ing today under a somewhat more 
modern facade, and it is “probably 
the oldest building now on Wall 
Street.” In an article in the New York 
Sun of November 1931, appears the 
following: 

“The little buildings at 56 Wall 
Street—now the cozy home of the 
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GEO. RIGGS, 1813-1881 


ELISHA RIGGS, 1779-1853 
Notable early-day bankers 


Commercial National Bank & Trust 
Company—and at 59 Pine Street, 
which now forms-an integral part of 
the Wall Street building, date their 
construction far back into history. 

“. .. there appears to be no record 
of the building of the edifice at 56 
Wall Street, a five-story affair of a 
type of architecture popular in the 
1800’s. From its interior, it was ob- 
viously a converted dwelling. It was 
more than a hundred years ago that 
Wall Street’s handsome residences be- 
gan to be ruined by the invasion of 
commerce. 

“Old timers in Wall Street recall 
that there used to be a little courtyard 
between the rear ends of the buildings 
facing on Wall and Pine Streets, and 
that in this court financiers who drove 
their carriages to their offices used to 
park their vehicles and horses until 
it was time to make the return trip.” 

Since this newspaper article was 
written, of course, the Commercial Na- 
tional Bank & Trust Company merged 
with Bankers Trust Company, and 
their business moved across the street 
to Bankers’ main office. The stock 
transfer department of Cities Service 
Company now occupies the premises. 
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BEST SELLER 


by Todd 


Personal Money Orders 


Todd Register Checks are making new friends everywhere 
in the country, every hour of every banking day. They can 
be issued in less than 15 seconds. No officer signature is 
required. Snap-apart, triplicate forms eliminate detail work 
and record-keeping for busy bank employees. 

Customers, stockholders, bank officers are enthusiastic 
about this remittance service. It’s insured against counter- 
feiting, alteration and forged endorsement up to $250 per 


item! For complete information, mail the coupon. 


THE TODD COMPANY, Inc., Dept. BCH, Rochester 3, N.Y. 

Please give us full information regarding your 
Register Check Insured Personal Money Orders. No 
obligation, of course. 








State 





ROCHESTER WA@? NEW YORK 
eines SALES OFFICES IN Y@ PRINCIPAL CITIES 
— — — DISTRIBUTORS THROUGHOUT THE WORLD 
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The source of the aforementioned 
sardonic chuckle from bank friends 
was the second clipping we received, 
an even earlier one from the Evening 
World of August 12, 1929. Entitled, 
“The Original ‘Wall Street Pirate’ and 
Home,” it averred not only that our 
structure was probably the oldest in 
Wall Street but was the site of the 





NOW! 


Quickly, Easily, Effectively Destroy confi 
dential papers, records in. your own office! 


NEW SHREDMASTER 10 


Bantam 


portable shredding machine designed especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 
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/ UNREADABLE 
SHREDS COME 


OUT HERE 


.44- SHREDMASTER 
C, ofirvete 9 


A Division of Self Winding Clock Company, Inc 


201 Willoughby Avenue 
Brooklyn 5, N. Y. 
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imitation leather or plastic 

commercial passbooks and 
pocket check cases 
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home of none other than the famous 
pirate, Captain Kidd, himself. Re- 
counting the story of the pirate’s part- 
ner, John Gardiner, bringing the sad 
tidings of Captain Kidd’s hanging to 
his widow, the article reads: 

“Into the house for which Captain 
William Kidd paid $82 some years be- 
fore and which was the first one ever 





built on the north side of Wall Street, 
John Gardiner passed. On its site, by 
the way, now stands the five-story 
building of the Commercial National 
Bank and Trust Company, assessed at 
$900,000 and known as No. 56 Wall 
Street.” 

Our story was complete, and so was 
our chagrin. 


CORRESPONDENCE PROGRAM 


CONTINUED FROM PAGE 39 
ers complained they had to wait too 
long for a reply, that the letters were 
too complicated, and that more often 
than not they had to write again for 
an answer to an answer. 

Step No. 1, in Mutual Life’s correc- 
tive efforts, was to encourage its cor- 
respondents to “keep it simple,” on 
the premise that people tend to mis- 
trust things they don’t understand. 

In connection with this, a series of 
“guide letters’ was drafted. Written 
broadly enough to cover typical situa- 
tions and to allow the letter writer 
to express his personality through 
word variations, the guide letters were 
nevertheless meticulously prepared to 
give policyholders the answers they 
wanted, in terms they could under- 
stand, in time, and on a friendly basis. 
The company’s correspondents found 
they could do a faster job, in fewer 
words, with increasingly less need to 
explain the explanation. 

The guide letters comprise a main 
section of the correspondence manual 
that has been prepared in two editions, 
one for agencies personnel and the 
other for the home office. Both edi- 
tions also contain basic instructions 
on correspondence and practical sug- 
gestions for humanizing letters. 

Step No. 2 was to develop a system 
of “time controls.” Records are kept 
for 21 departments and divisions, 
showing the date inquiries are re- 
ceived and the date they are answered. 
Monthly summaries of these records 
create a competitive atmosphere among 
departments, pin-point areas where 
work-flow needs remedial action, and 
help to stress the power of the simple 
letter to create good will. 


NOTHER time-saver has been the 
organizing of a centralized corre- 
spondence section, to answer directly 
all letters received in the home office 
that contain multiple questions from 
policyholders. To speed up replies, the 
necessary data is obtained through 
simultaneous requests to the various 
departments involved, instead of by 
routing the letters through the de- 
partments as had been the practice. 
As a result of these helpful steps, 
last year Mutual Life answered 





156,000 letters and 98 per cent of the 
replies went out within three business 
days. In contrast, in 1946 when 
the correspondence improvement pro- 
gram was introduced only 79 per cent 
of the inquiries where being answered 
within three days. 

Furthermore, the 1954 volume of 
156,000 letters was nearly 30,000 be- 
low the high-mark set in 1947, despite 
the fact that the company is handling 
far more business. Figuring that an 
average letter costs Mutual Life $1.50 
to write, the 30,000 reduction in cor- 
respondence is a worthwhile saving. 


OWEVER, the company does not 

believe that it has reached the 
limit of improvement. The work with 
time controls and guide letters is being 
intensified. Techniques are being 
polished at periodic letter-writing 
clinics. Obsolete or stilted terminology 
is being ferreted out via regular re- 
views of correspondence files. Weekly 
staff bulletins feature helpful “tips 
for correspondents.” New talent, with 
an aptitude for letter-writing, is 
sought among employees. With 1,000,- 
000 policyholders to serve, the poten- 
tial cost and good will benefits are 
well worth the effort. 

From letter writing, the “keep it 
simple” program has spread in other 
directions. The life insurance policy 
itself has been restyled with a stream- 
lined format, an index to policy pro- 
visions, easier-to-read type, fewer 
words, and a minimum of technical 
language. 

Also, the trend has extended to a 
colony of forms, certificates and 
sundry papers. The result has been 
further consolidation, streamlining, 
elimination of notarization require- 
ments, and other steps designed to 
make it easier for people to do busi- 
ness with Mutual Life. Even the 
mortgage investment department has 
been affected; here a two-year review 
just completed has resulted in reduc- 
ing 255 forms and form letters to a 
present total of 77. 

The outstanding programs of these 
two insurance giants, in the field of 
written communications, both offer 


excellent applicable ideas for other 
business and financial institutions. 
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COPYRIGHT UNION BANK & TRUST CO. OF LOS ANGELES 


Union Bank 
MONEY ENGINEERING 


... the dynamic science of making money work 
more efficiently in banking. 


... the turning of paper items into money by 
out-racing clock and calendar to create new working 
Union Bank & Trust Co. of capital for your customers. 


1 1 " . . _ — a , 
annem enceer tennant aS ... the availability of specialized facilities which 


Senay Mnainessine to wash widen the scope of correspondent banking services 
for your bank and its customers to banks, large and small. 


tunity to discuss ways of putting 
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Waterville State Savings Bank, 
Waterville, Ohio 


We are experts in modern and 





period new construction or re-design 





The maintaining of traditional and long-established atmosphere 
often is a great asset to a financial institution. 


ETTL has helped many organizations retain 
their familiar surroundings, while adding 
new notes of brightness and modernity to 
business areas. 


And ETTL has developed many completely 
new structures from the bare ground up, em- 
ploying every modern thought in bank in- 
terior and exterior planning. 


Whether you wish to change the old or build 
the new, ETTL planning, designing and 
building can help you. 


We invite you to send the coupon below. 


Remember . . . Ettl specializes in financial 
institutions of moderate size. 


THE ETTL COMPANY _Bank Designers and Builders for 54 Years, 


1921 North 12th Street © Toledo 2, Ohio Detroit Sales Office: 1408 Broderick Tower 


The Ettl Company 
1921 N. 12th St., Toledo 2, Ohio 


Without any obligation on our part please 
contact us further concerning your facilities. 

















